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A Bridge from Supply to Demand 


look at the construction of the new bridge at 
178th Street and* Riverside Drive, New York 
City, first to bridge the Hudson within the metropolis. 

May I be pardoned for drawing a parallel? Business 
itself is building a bridge over the river of existing con- 
ditions so that traffic may safely cross. 

Mr. Producer has had direct charge of the East Span 
and has done his work well. His plants and capacities 
extended and developed to such a degree that he has 
made it possible to produce at a more rapid rate than the 
product can now be disposed of. 

Mr. Consumer has been working all this while on the 
West Span. He has been hungry for the things manu- 
factured by Mr. Producer. But Mr. Producer has been 
developing his capacities far more rapidly than Mr. 
Consumer has been able to find the money with which to 
satisfy his own hunger and demand. 

The East and West Spans, therefore, have been com- 
pleted—in definite, measureable dimensions. Now must 
be undertaken the task of constructing the bridge itself. 
The great job ahead is to see that the flow of the goods 
of the producer to the consumer is steady, constant and 
profitable. 


| "lek time I go up the Hudson River I stop to 


HE current of this river is very swift and treach- 

erous and must be thoroughly determined if the con- 
struction is to be based on fact and measurements and 
not on mere approximations. Competition, price-cutting, 
credit strains and risks of installment buying are pulling 
heavily. Do the plans of the foundation sufficiently mea- 
sure the pull of this swirling current so that the piers 
will withstand this persistent and unceasing strain? Or 
will the piers simply be sunk to such and such a depth 
on the chance that it is sufficient, in which it is only a 
matter of time and a gamble to determine whether the 
bridge will stand firmly of whether it will be gradually 


so undermined by the current that it one day crumbles 
and is carried away in scattered bits. 

In the spring a strong current often becomes a roaring 
torrent, threatening everything in its path. Ice floes, 
external emergency conditions, threaten the bridge as 
they pile up against it. Have these dangers been allowed 
for in the plans? Have they been analyzed and consid- 
ered as emergency conditions right within business and 
ever present—the continuous current of competition, 
price cutting, etc—or as external emergency situations, 
famine, epidemics, earthquake, flood, storm, financial 
crisis, such as the recent stock market crash—any of 
which directly threatens the bridge by cutting off the 
buying power of Mr. Consumer and destroying the 
markets upon which Mr. Producer depends. 


UST as sure as actual bridge building is scientific con- 
struction so too the bridge of business must be built 
to bear the load—if built right the high standard of liv- 
ing of the producer, distributor and consumer continue. 


In the early months of 1930 the bridge of business is 
withstanding all abnormal, external shocks. There are 
minor, normal strains but they are always present. Mr. 
Producer (at large) can produce no more in volume of 
articles, as he is already overburdened with his own 
products, until the span of distribution is made more 
efficient and more economical so that the consumer on 
the other shore can absorb the articles needed, wanted 
and hungered for. 

Every business using that bridge must eliminate waste, 
correct extravagance and proceed with certainty plus 
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TENNIS SEASONIC 


And the Growing Enthusiasm for This Lively Sport Spells 
More Profit for Shoe Merchants 


during the coming spring season, a repetition of 

what happened last fall, when the first heavy snow 
of the season found entirely too many merchants short 
of overshoes and protective footwear generally. It has 
been estimated that many merchants, possibly a majority, 
did not have on their shelves, at that time, more than 
50 per cent of their real needs. If history repeats itself, 
there will be more lost sales, more needless sacrifice of 
profits when the spring season opens and an overnight 
demand for the so-called “tennis” shoe develops. 

This year, more than ever, importance attaches itself 
to this type of footwear because the rubber footwear 
industry has developed new uses. It has gone farther 
than that and has developed shoes for different occasions. 
And, then, to cap the climax, this industry has styled up 
its merchandise to make it readily saleable at a good 
profit. 

Not very many years ago the tennis shoe was a 
“sneaker”—just that and nothing more. It was made 
of white or brown fabric and in high and low styles. 
Today, as even a cursory glance at 
these two pages will show, it has de- 
veloped a style of its-own. Color 
and pattern, which made the woman’s 
shoe industry what it is today—have 
been introduced. The ensemble idea 


|: the name of good merchandising, let’s not have, 








White duck with 

yrecn opalized trim 

with embossed in- 
lays 


has been introduced, so that the tennis shoe and the 
costume will blend harmoniously. 

Saddles, aprons and foxings are used. There are 
combinations of high colors in trims with the white of 
the rest of the shoe.- They come with heels for yachting 
and beach wear; and without heels for the tennis court. 
They are made over lasts which make accurate fitting 
possible. They give far more support to the foot than 
the old-time sneaker ever did. Novelty fabrics also are 
being introduced. 

The thing to remember, in anticipating your needs for 
next spring is that these high-style “tennis shoes” were 
given their first testing last summer ; that they were well 
received ; and that they have a definite place in selling. 

Another piece 
of style mer- 
chandise has 
been added to 
the footwear in- 
dustry—a__ type 
of footwear 
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“Sneaker” of multi-colored 
awning cloth, with crepe sole 


which in no way interferes with the sale of the leather 
shoe—and the sale of which constitutes extra pairage 
and extra profit in the shoe store, to just the same extent 
as overshoes and hosiery. 

This is the type of footwear which can be displayed 
early in the season with an appropriate trim. The tennis 
season opens ordinarily on the same day the golf season 
opens. We are referring here, of course, to those sec- 
tions of the country which have a real winter. In the 
South, particularly along the East Coast of Florida, the 
types referred to already have made their appearance, 
for the winter vacationists have begun to arrive there 
in large numbers. 

Furthermore, it is the type of footwear which may be 
combined with leather footwear in a window trim with- 
out either detracting from the other. It can be inter- 
mingled with the leather footwear or relegated to one 
spot in the window by itself. 
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Every shoe merchant is familiar with the 
extraordinary increase in popularity of 
sports footwear in recent years. He 
knows what this has meant to him in 
greater sales and profits. But the end of 
this increase in retail opportunity has 
not yet been reached. Manufacturers 
this season are offering an amazing variety 
of smart styles in rubber soled footwear 
for sportswear. 





OW that the first part of the winter is behind us, it 

is interesting to note that a large volume of busi- 
ness has been done on the all-rubber overshoe, although 
a healthy quantity of the fabric type also has moved at 
retail. Exact figures are not obtainable, but it is esti- 
mated that, taking the country as a whole, the two types 
are running almost neck and neck, with the all-rubber 
type gaining slightly. 

Merchandising experts see in women’s ac- 
ceptance of this snug-fitting, light-appearing, 
all-rubber overshoe an opportunity for in- 
creased profit, two-pair sales and a longer 
selling season than has heretofore been the 
case. 

\t first glance this may seem an extravagant 
claim, but unless all signs fail, the prediction 
of these men will be borne out. 

Let’s consider the case of an average, fairly styleful 
woman whose thoughts did not turn to overshoes until 
the first cold, sleety days of early November or even 
later. At that time, feeling the need of overshoes, she 
was torn between her desire for the smart-looking rub- 
ber and the warmer-looking fabric type. She decided 
on the latter. What is going to happen in late Febru- 
ary or even in March, particularly in the northern section 
of the country, when the weather still demands that 
degree of protection which only the overshoe can give, 
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but when the temperature makes the fabric type un- 
necessarily heavy. She then can be persuaded to come 
into the store and buy a pair of the light-weight, all- 
rubber type. 

She has been sold two pairs of overshoes when, in 
years past, she would have bought but one. 

It is on merchandising reasoning of this kind that 
many merchants base their belief that the all-rubber over- 
shoe offers an opportunity for a longer selling season 
than does the 
fabric type. 

Let’s take 
another case. 
This woman, 
influenced en- 
tirely by the 
style appeal, 
started the sea- 
son with a pair 
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White canvas with red 
rubber trim and saddle 


of the all-rubber overshoes, as thousands have. Later 
come the really cold days—days with below zero tem- 
peratures. Isn’t it logical to assume that she then can 
be persuaded to buy a pair of the stylefully designed 
fabric type with their feeling of greater protection 
against the cold? 

IEN there is still another angle. There are other 

women who bought all fabric overshoes at the begin- 
ning of the winter in 1928, expecting to wear them two 
years. Toward the end of the second season, in late 
January or February of 1930, these begin to show un- 
mistakable signs of wear. They no longer have the 
smart appearance with which they were endowed by their 
manufacturer and the woman is dissatisfied. Here, then, 
is still another opportunity to sell a pair of the all- 
rubber type at a time when the big bulk of this selling 
is over. 

The rubber industry, in introduc- 
ing the all-rubber type, to compete, 
in a way, with the all-fabric type, 
has given the retail shoe trade an 
exceptional opportunity. 














LEATHERS and FABRICS |P< 


By Madame Hamilton Jeffries 


Fashion Editor of Boot and Shoe Recorder 


in the smart feminine costumes at Palm Beach. 

Gradations of light blue into slate and green are 
enjoying a pronounced vogue. Light greens, pistachio, 
nut shades, also mauve pinks are very much in favor. 
Pastels in combinations and contrasts are worn the 
entire day. 

White in gowns, hats and shoes is seen everywhere, 
worn in contrast to color or as an ensemble. Off whites 
are also featured in costumes. Lavender pinks and pink 
lavenders are considered very smart. Combinations of 
lavender pink and dark blue in frocks are worn with 
beige clair shoes. 

Yellow is used in contrast to pastel blue, blue and 
dull light green. Patou bisque or (tired pink) is worn 
with cherry. Suede pumps and cherry berets with real 
jewel clasps are high fashion. Plain self striped crepe 
and rajah silks are featured. Jackets and sleeveless 
frocks or cap short sleeves predominate. High waist 
lines and gored or pleated skirts are generally favored. 

Gloves are worn by everyone. Hats are brimmed and 
off the face, with white and pastels predominating and 
carrying contrasting ribbon bands. 

Fine leather and fabric footwear are equally correct. 
The variety of materials and patterns is amazing. 
Pastels in cotton and linen weaves, straws, pastel suedes, 
kids and combinations are among the many shoe ma- 
terials. Colorful bathing berets in lace designs, also 
jockey caps and glace rubber in transparent head caps 
are most numerous on the beaches. With these beach 
costumes are worn odd and brilliant yellows 
and blue beach sandals of rubber. 

Eighty per cent of the bathing togs, both 
men’s and women’s, are in blue combina- 
tions. Some Rodier effects in yellow and 
red are seen. Brilliant towelings are used 
in bath wraps, also dark blue and 
white combinations. 

Hosiery is noticeably dark, 
duotone being worn with 
pistachio and blue—a_ shade 
darker with sulphur yellow 
frocks. Black and white is worn 


P LAIN fabrics in light powder blue are highlighted 








with white buck oxfords 
and brogues in black. 
Pink and patou bisque 
are prevailing shades in 
gowns, pocketbooks and 
shoes. No vivid colors 
were observed except cherry 
red. Larkspur blue and 
chalk blue are outstanding. 
A tremendous and : ke 
hazardous season for shoes s 
seems indicated; the safest — ths 
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PATTERNED VARIOUSLY 


Writing from Palm Beach, Madame Jeffries emphasizes the multiplicity 
of shoe materials and designs in evidence at that fashionable resort and 
stresses careful buying as requisite for a successful season 





play a few cases of every- 
thing and not much of one 
color or one style. 

Medium heels are notice- 
able. Suedes are trimmed 
with three large pearls of 
the same pastel as the shoe 
or in graduated sequence 
around the vamp in natural 
shades. 





Black satin shoes, 
which seem very im- 
portant for evening, 
either had a 





bow 











In the left hand 
panel, above, are 
three beach clogs 
illustrating types of 
beach footwear very 
much in evidence at 
Palm Beach 


Fashions Featured 
at Southern ‘Resorts 
Now Forecast the Trend 


for Spring and Summer 


The shoes in the right hand 
panel, above, are types of pat- 
terns one sees this season at 
fashionable southern resorts 
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knot trim or a one-strap with beauvais embroidery on 
vamp in greens and rose patchwork on vamps out- 
standing. 

The lustre kid pointed tip and wedge shape quarter on 
pastel suedes in cafe-au-lait shades are important for 
daytime. Accent stripings are effective. Dresses are 
all in plain fabrics, prints having slumped some. 

Few of the older women, especially those wearing 
correct footwear, have accepted the popular sports type 
shoes. There is a big field here which does not seem 
to have been invaded. Persons who would naturally 
buy this type of footwear are very well able to buy 
numerous pairs at whatever price is asked. I might say 
from my observations at the playgrounds in the South 
that one woman out 
of a hundred over 55 
years of age was cor- 
rectly shod. Deliber- 
ately they select shoes 
which are unfit and 
then hobble 
exhausted from the 
discomfort and pain. 
Their evening slippers 
were anything but cor- 
rect, but where is one 
to buy evening slip- 
“pers especially de- 
signed for the older 

Sedate and 
types are 
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women. 
stylish 
not created or they 
have not been ex- 
ploited. There is 
abundant opportunity 
for the development 
of such types of shoes 
and the market for 
them should be great 
enough to encourage 
enterprising 
manufacturers. 
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Getting More Shoes Sold Right 
Conflict at Retail 


HE feminine public is making two approaches to 

buying—one indirect, the other very direct. 
And we are at a loss to explain why a woman enters 
a ready-to-wear department and asks “What is 
good?” and that same customer will enter the shoe 
department and ask specifically for a certain shoe 
and color and will take none other. In the one case 
she takes what is sold her, in the other she buys only 
what is wanted. 

Has this’ developed a protective form of buying— 
merchants buying small lots of shoes in fear that 
someone else in town will have something that they 
don’t have? It may be better judgment for the mer- 
chant to buy fewer styles and more sizes but the 

‘peculiarity of the times is buying to cover for pos- 
sible public demand. 

A study we are now making, by men in the field, 
indicates that most of the clearances are on shoes 
bought in the last quarter of 1929 and that they are 
the best values for style and utility ever offered the 
American public; and yet these shoes are not mov- 
ing, even at a price, as they should. Have shoes 
become seasonal again? 

The public is beginning to be spring-minded and 
those stores that are getting present business are 


E. O. Ray 


covered on new early spring shoes. Independent 
stores are reducing inventories and saving a penny 
here and there on their operating expenses while at 
the same time tickling the public’s appetite with new 
shoes, new patterns and new colors. 

A dull spot has hit the department store in shoe 
business. The merchandise men are saying “thumbs 
down” on everything while at the same time they are 
pounding the shoe department managers for “more 
sales.” 

One thing is positive, the best brains of the 
business is now centering its attention within the 
shoe store and the shoe department to move pres- 
ent stocks from shelves and to encourage new 
business early. 

Such mental activity has not been in the game in 
years and it is indeed a hopeful sign that the shoe 
stores will be in shape for real spring business when 
real spring weather appears. 
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Tariff in Final Trench 


OR nearly a year now the tariff battle has been 

in the trenches. Now all of the facts are in the 
hands of Congress. The final facts show that the 
imports of leather increased 62.3 per cent while 
exports increased 2.5 per cent for eleven months of 
1929, as compared with the corresponding period of 
1928. Also that imports of shoes increased by 137 
per cent in quantity and 107 in value. 

The real hot fight on the tariff bill is just ahead in 
the Senate. The Farm Bloc will insist that hides and 
skins be put on the protected list. Now, if pelts 
are protected there will be a shake-up of prices all 
along the line and if shoes are kept on the free list 
it is quite evident that imports will increase. 

In all probability the full year’s figures will be 
in the hands of Congress before hide, leather and 
shoe schedules are considered. Fully 90 per cent 
of the imports of finished shoes are women’s foot- 
wear and it is quite evident to see the line-up for 
final battle, the results of which are still in doubt. 

If hides are protected, the line-up will be 10-20-20, 
indicating tariff rates on hides, shoes and leather— 
which brings to mind the slogan “54-40 or fight.” 

The country at large has almost reached the point 
of mental exhaustion on the subject of the tariff but 
industrially, shoe men are watching the work of 
the next few weeks for its effect on the ultimate 
tariff bill and outcome some time during 1930. 

Whatever the ultimate outcome may be, one fact 
seems clearly demonstrated, namely that a method of 
tariff revision which leaves industry in uncertainty 
for many months is hoplessly inadequate and 
inefficient. 
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lax-Burdened Business 


gets political demagogues endanger the 
state. Much of the hate, doubt and suspicion 
now rampant in the land is due to their mouthings. 
Business is afraid of them but still it tolerates them 
because business men say they have no interest in 
politics. 

It is time for you to interest yourself in politics. 
It is time for business men to form non-political or- 
ganizations and make themselves felt in politics. 

How many of you know the names of your 
Congressmen? How many know the names of their 
Senators? How many of you know the least thing 
about their records in Washington, their speeches, 
their voting, their attitude towards yourself and 
other business men. Wake up! 

There is something about an aroused public that 
frightens politicians. And when business men add 
their might to the might of the people something is 


Time to get awake on these things. Time to 
start something. If you do not you will see worse 
times as the years unfold. A tax-burdened people 
is a people that cannot buy goods. Get interested in 
politics, right now. 
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The Drifting Policy 


HERE is a definite responsibility on the part 

of all businesses to maintain the general level of 
business activity under the wise leadership of 
Herbert Hoover. 

We believe that a moderate prosperity can be 
made a permanent condition in America. The 
organization of the Economic Council has already 
started construction activity, replacement activity and 
now we have reached the necessity of merchandise 


activity. 
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bound to happen. Votes are precious to office 
holders. Threats of reprisals at the polls have a 


good effect. A _ district 
attorney who sits in with 
the politicians may awaken 
to find himself outside 
looking in. With that 
prospect confronting him 
he may get busy and jail a 
lot of crooks. Judges who 
owe their offices to politics 
may be turned out to graze 
and men put in their places 
who will render justice. 

An organization of busi- 
ness men having for its 
purpose the investigation 
of public affairs can be a 
power for good. Business 
men too busy to give time 
to such affairs may supply 
the funds to employ watch- 
dogs. Business men who 
say to office holders: “We 
are watching you and will 
permit no humbuggery” ; 
will render a real service 
by their vigilance. 















—Good News— 


We appreciate your endeavor to 
give better and bigger service to the 
Retail Shoe Merchants of America 
through the medium of the Boot and 
Shoe Recorder. 

It is very little that I could say that 
would add in any way to any line of 
your endeavor that you are not 
already covering. I think you have 
already made some wonderful success 
since the consolidation of the two 
papers and could only advise that the 
most interesting subject today to the 
average retailer is the subject of Style 
and the more information that could 
be supplied on this the more good 
the merchant could receive from your 


publication. 
H. S. MILLER, 
H. S. Miller Shoe Company, 
Birmingham, Ala. 


* * * 


Style news must be timely and for 
that reason Mme. Hamilton Jeffries, our 
Fashion Editor, is now at Palm Beach 
making a study of first testing of fashion 
for spring and summer wear. You will 
be interested to read her story in the 
February 1st issue. 


President. 
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The most unfortunate thing of all is the depart- 
ment store policy of “no buying.” Those other 


organizations that plan to 
have desirable merchan- 
dise, automatically step 
into a real opportunity. 

The department store’s 
only motive for waiting is 
to clear overloaded inven- 
tories and to “bear the 
market” in price and 
wages; but while these 
stores are testing out the 
theory of “bearing the 
merchandise market” they 
are automatically endang- 
ering their businesses. 

Too many selling staffs 
get into a_ pessimistic 
mood and begin taking it 
easy, drifting without en- 
thusiasm into a condition 
where selling effort de- 
creases, thereby reducing 
efficiency and stagnating 
their own departments. A 
drive for increased sales is 
the remedy. 
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By DR. JOSEPH LELYVELD 


Director of the Boston Foot Clinic 


during Foot Health Week last year there was 

never so great an opportunity for constructive 
effort along orthopedic lines as that which will be 
afforded shoe merchants in April of 1930. Everything 
from now on should be done with a keen eye toward 
Nation-Wide Foot Health Week. 

The National Association of Chiropodists and 
Podiatrists, in the spirit of altruism and health promo- 
tion, sponsor for the second consecutive year an era of 
Foot Health development, and thereby open the way to 
the retail shoe merchant to tie in with this cause and 
truly sell health as well as merchandise. 

Dr. M. S. Harmolin, president of the National Asso- 
ciation of Chiropodists and secretary of the Ohio College 
of Chiropody, declares that April is the one month in 
all the year when foot ills develop rapidly. Thus feet 
require better care, more consideration, professional at- 
tention and well fitting shoes. 

Another outstanding authority, Dean H. B. Donaldson 
of the Massachusetts College of Podiatry, says: “The 
application of proper shoes in the spring prevents the 
more serious disturbances of the foot in the warmer 
months.”’ The discoveries of modern medical science 
offer to the human race a great opportunity for com- 
fort and happiness. To alleviate suffering is to do a 
wonderful thing. To prevent it is less spectacular but 
even more wonderful. 

The Director of Public Foot Clinics in California, Dr. 
George W. Scherer Jr., avers that if the average man, 
woman and child in the world today is to reap the full 
benefit of scientific progress in the well-being of feet, 
the public must be informed, first, as to what can be 
done to keep them well, and second, how it can be done. 
Dr. Scherer applauds Foot Health Week and with the 
country’s foremost foot authorities considers it the 
logical plan to promote foot consciousness. 


[LD esse: all the splendid work accomplished 


The Spotlight of 


Once again, in 

1930, the Boot 

and Shoe Re- 

corder puts its power be- 

hind the promotion of Foot 

Health, as it will occupy the 

attention of shoe retailers before the week, 

and through them reach the people everywhere. 

How much good was done last year could not have 
been anticipated, and even now one cannot estimate 
accurately. It is known that more health shoes were sold 
last year than in any previous twelve months. This year 
will break the record. 

In bringing Foot Health Week to the attention of 
merchants months ahead of the time it is necessary to 
stress the fact that the continuous work of organized 
Podiatry has roused people’s conscience, filled them first 
with faith in the possibility of well feet, and second, 
with the ambition to keep them well. Especially will 
they bring concerted effort to bear at that period of 
the year now known as Nation-Wide Foot Health Week. 

In modern health progress the attention that is being 
given to foot health is of utmost importance. Every 
human part must be healthy, conserved, or recovered as 
the case may be. But the preventative foot health work 
goes forth and accomplishes more. It is protecting the 
foundation to the human frame. It is the reason for the 
existence of the National Association for Foot Health, 
and for the cooperation of that group of interested 
individuals with this great forward movement. 

The generosity of the press gives space to the appeal 
for foot health, writers and syndicators of health and 
beauty articles continually urge the care of the feet, 
the wearing of correct shoes fitted correctly. It is utterly 
impossible to estimate accurately the cooperation gained 
through newspapers and magazines. Clippings on file 
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are voluminous, they tell an interesting story of the 
concern felt by editors for foot care, and show a wide 
range from the great metropolis dailies to the small rural 
weeklies. 

The cooperation with newspapers by retailers is inter- 
esting. The advertisements printed in them were sub- 
mitted in greater part from local sources, and this is 
highly responsible for the development of the week in 
every section of the country. 

Many merchants carried the idea along for many 
weeks. The acceptance of the idea by merchants was 
positively startling, and because of this fact the results 
this year may be overwhelming even to the optimist. 

Cooperation of colleges, schools and home extension 
departments of the various State Agriculture centers, 
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parent-teacher associations and industrial plants was 
enlisted. The means taken to bring home the important 
facts to the public were radio talks, newspapers, clinics 
and surveys, contests and foot fitting demonstrations. 
From the success of the past comes the assurance of 
the greatest event in the limits of the shoe merchant. 
If people can be persuaded to give the smallest bit 
more than casual thought to the ills of the feet, the im- 
portance of keeping feet well and comfortably shod and 
the results which follow in the wake of disregard of the 
essentials of foot health, then the object of the week 
will have been accomplished. 
Nation-Wide Foot Health Week will carry the indorse- 
ment of State and National officials, writers of health 
[TURN TO PAGE 102, PLEASE] 





Know FEET 
and Fit With 


Professional 
Care q<4< 


No one man has contributed more to 
the professionalization of shoe fitting 
than Stephen J. Brouwer, Milwau- 
kee merchant, who led the orthopedic 
forum at the St. Louis convention 


function, but with Stephen J. Brouwer of Milwau- 

kee, it assumes the character of being a fully de- 
veloped and highly scientific professional service. It was 
for that reason that he was chosen to lead the orthopedic 
forum at the national convention in St. Louis. He came 
prepared with charts and diagrams from his own experi- 
ence and research. He gave to the convention the best 
picture of the obligation of the shoe men in the next 
decade. He characterized the last ten years as being 
extremely careless shoe years and declared that a change 
must be made by the industry if both feet and business 
are to be on a better standing in 1930-40. 

Here are some of the high lights of his address, supple- 
menting those in our telegraphed story Jan. 11. 

“Variety in a correct diet of footwear needs to be 
advocated to a far larger degree for the health of the 
nation. What we, as shoe fitters and diagnosticians of 
feet need is a knowledge of what to prescribe and in 
what proportions the remedy should be taken. 

“The trained, sensitive finger tips of osteopaths who 
know how to diagnose the tissues of the foot in all their 
marvelous and delicate inter-relationships, particularly 
through the nervous system, are now coming to our aid. 

“When we recall that even a slight but continuous pres- 
sure on human tissue gradually changes its texture and 


| NITTING of feet may be termed a semi-professional 
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eventually its function, you can see how 
a misfit shoe under the weight of the 
body, pounding on floors and pave- 
ments, works destruction. Add to this 
deposits of poison in the blood and the 
shoe man is stumped when he attempts 
to give relief. 
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“Mal-alignment and lesions in the 
spine can cause suffering in the feet that 
no shoes can help. On the other hand, 
shoes that abuse the tissues in the foot 
can cause a reflex through the nervous 
system to other parts of the body that 
no doctor can help. The shoe retailer, 
the doctor and the shoe manufacturer 
need to cooperate for the hea'th of the 
nation. Remember that the periosteum, 
the thin sheath that covers the bones, is 
twenty-five times more sensitive than 
surface skin. 





“It is the most intensely interesting 
part of the shoe business to study feet 
and study shoes and study the effect of 
shoes on the person who uses them. 

“IT was astounded when I went to a 
national convention of doctors and 
found a tremendous number of them 
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who did not know what a last was or how it was used. 

“The greatest blessing that has ever come to the 
honest, intelligent shoe man in the shape of equipment 
to help him to diagnose his fitting has been the fluoro- 
scopic X-ray machine. 

“You will not get the best results out of even your 
correct shoes and correct fittings if the hose are too 
short. I have a picture showing the difference between 
the way the bones are twisted with short hose and when 
you take the hose off. Show something like it to your 
customer. You have the same proof that the dentist has 
when he takes a picture of your teeth which have pus 
sacs at the root. 


aie OU know, the business of the dentist and that of 

the shoe dealer is a great deal alike. He cannot act 
intelligently nor advise intelligently without his X-ray 
diagnosis and I challenge you to do without it in the 
shoe business. I have never seen it done. No man can 
fit feet perfectly without the assistance of the fluoro- 
scopic X-ray machine, any more than a dentist can give 
you the correct advice without taking X-rays of your 
teeth. 

“A while ago I had a most unusual experience that 
shocked me. The wife of a doctor came in with her son 
whose feet had been wrecked in playing football. The 
boy had suffered so that he had crawled home on his 
hands and knees for two blocks. She came in to get him 
special shoes. 

“Sitting just on the other side of her son was a 
woman in our foot analysis department who remarked 
to the sales person who was taking care of her, ‘you 
know, that pain in my knee has been gone ever since 
I’ve had these shoes.’ 

“The doctor’s wife said, ‘What did you say—that the 
pain in your knee was gone since you had those shoes ?” 

“She said ‘Yes.’ 

“*Well,’ she said, ‘when I was in New Orleans a year 
ago I was getting off the street car and I wrenched my 
foot and I’ve had a pain in my knee ever since. I wonder 
if it could be the shoes.’ 

“T have a picture of the shoes she had—her bones 
all distorted and out of alignment, a two inch heel, nar- 
row toe slipper. She turned to me and said: ‘Mr. 
Brouwer, do you think that the pain in my knee could 
come from my shoes?’ 

“T said, ‘Let’s try. Let’s see what we can do. It is 
worth trying.’ 

“So again I went and put a pair of correct shoes on 
her feet and asked her to walk. She walked to the front 
of the store and came back and the whole expression on 
her face changed. She shook her head in doubt and 
said, ‘I can’t feel it. The pain is gone.’ 


” 





_ Every Foot 
Needs Fitting 
Attention 


NCE again, in 1930, shoe merchants have an 
opportunity to put the power of their efforts 
and influence behind a Nation-Wide Foot 

Health Week, combined with the best minds in the 
country, interested in health and science. 

It would interest, and perhaps astonish many retailers if they could read the 
reports that came out of Foot Health Week last year, despite the fact that it 
was a maiden effort. One impression stands forth vividly in the story of 
Foot Health Week-.in 1929. It is that of its nation-wide observance. Not 
merely did every State plan for it, talk for it, work for it, but small communi- 
ties, little merchants remote from centers where the plans were made and help 
was available, observed Foot Health Week. 

Programs of great interest, because of their originality and practicability, were 
sponsored by shoe merchants from the Atlantic to the Pacific. Approximately 
seven thousand retail shoe stores undertook the “noble experiment” of educat- 
ing the public in the importance of foot care generally. Cooperation was en- 
listed from schools, colleges, health associations and civic groups. The part 
played by the shoe stores of the country was a yeoman service to feet. 

In ninety days another Nation-Wide Foot Health Week! The National 
Association of Chiropodists-Podiatrists leads the way; they give the shoe 
merchants, in whose hands the nation place their feet,-an opportunity to sell 
health, comfort and profitable merchandise. 

April 20-26 is the era for a concerted action for the prevention of foot 
defects. This period has been selected out of all the year because it is a time 
when feet are below par. Sedentary life during the winter, a minimum of sun- 
shine with its health-giving ultra violet rays, the wearing of heavy shoes, cov- 
ered in some localities with rubbers, is responsible in no small way for the 
weakness of feet in the spring of the year. 

Foot Health Week is more than another week devoted to some propaganda 
idea. It is a contribution to health of tremendous merit. Its acceptance by 
shoe manufacturers, retailers and the newspapers is particularly significant. 
Sponsoréd by a profession opposed to advertising on sound principles of ethics, 
‘it advances a method in the promotion of health that sets an enviable example 
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NATION-WIDE 
FOOT HEALTH 
WEEK 

April 20-26 
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— Helps to Foot Health 

: Should Be in Every 
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Springtime 
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to allied groups and proves the power of organized effort. 
It causes a nation to become foot conscious. 

Every shoe merchant would do well to hook up with 
Nation-Wide Foot Health Week and carry a message of 


foot health to a foot weary public. The public needs 
more changes of shoes each day; a variety of shoes is conducive to foot health. Shoes 


for a purpose—style has its place, correct shoes have their place, both combined have 
an increasing place in every shoe store. 

Be Healthy—WALK! is the slogan of the week. Walking is the best exercise and 
the cheapest. 

Each State will have a Foot Health Week Chairman who, in turn, will organize a staff 
of assistants to promote the entire program. Long before the week the press of the 
Nation will be told the story and the advertising departments of newspapers will have 
plans for a Foot Health Section, wherein the merchant may advertise his correct shoes 
and foot health service. Cooperating with the papers, leading medical writers will 
write on subjects pertaining to feet and shoes. 

The week opens on Easter Sunday, April 20, and on that day the papers will issue 
their first Foot Health Section to be followed by daily features during the remainder 
of the week. Radio broadcasts will play a big part in this campaign for foot con- 
sciousness. Lectures will be presented to Parent-Teachers Associations, public school 
children, police officers, letter carriers, nurses and civic groups. 

Many shoe merchants, with the best newspapers in the locality, will sponsor walking 
contests, good feet, perfect feet or small feet contests. 

A nation of shoe retailers will combine with the National Association of Chiropodists- 
Podiatrists and the National Association for Foot Health in a committee for the promo- 

[TURN TO PAGE 99, PLEASE] 
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NINE Out of TEN Adults 


(an Shoe Merchants Afford to Disregard 
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be maintained if the feet are crippled by corns, callouses 
arches. A deviation from the proper posture, or gait, caused 
it may result in torture that is almost beyond 


be given by the specialists trained to correct these foot con- 
The trouble may be slight or great but it can be righted 

An intelligent examination of the feet when organs 
Properly, or at regular intervals, should not be over 
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that they are young and good looking. 
They have been to school a few years and 
are smart enough to make a good impression. Many 
are selling shoes just as an interesting prelude to some- 
thing they consider higher. It is really discouraging to 
think of these incompetent salespeople, fitting shoes that 
require special knowledge, experience and patience. We 
all know how many customers there are who want com- 
fort in their footwear and who depend on the shoe men 
to diagnose their cases and fit them accordingly. They 
pay the price for a good shoe and a poor fit is the re- 
sult; certainly the shoe department that tolerates such 
business methods cannot be called a modern progres- 
sive department.” 
The foregoing is a direct statement from Mary Kathe- 
rine Merchant of Herman’s, Pueblo, Colo. It comes 
right out of the shoe store experience. Miss Merchant 





on. 

“To be progressive 
in this trend of activity, CORRECT FITTING OF 
FOOTWEAR is the prime accomplishment. 

“Perfect fitting of shoes is the greatest medium to 
the public we have, and especially does this assert itself 
in the more conservative type shoe, the type that is so 
popular today with the active woman. 
wear enters first within this scope. 

“Because of modern environment, climatic conditions, 
etc., the feet have been gradually changing; modernly 
speaking, they have passed through that state called evo- 
lution. Scientific knowledge of the present has taught 
us how our feet should be shod, to be correctly and com- 
fortably catered to. People are therefore being edu- 
cated to the fact that correct fitting of footwear is in- 
dispensable to their health and contentment. 


Corrective foot- 


They are 
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Have Some Foot Defects 


the Tremendous Significance of This Situation ? 


Foot Facts for Foot Health Week 


eerie ccoscnaed 


cent of the boys foot defective. 





Surveys of school children between the ages of eight and four- 
teen years found eighty per cent of the girls and sixty-five per 


Nine out of every ten adults are affected with some form of 


foot defect, of either a minor or major nature. 


Out of one hundred per cent foot ailments, sixty-eight per cent 


= are among women and thirty-two per cent among men. 


= Of one hundred per cent women’s cases, twenty-four per cent 
= are between the ages of eighteen and thirty. Seventy-six per cent 
= between the ages of thirty and fifty. 


The percentage of foot ailments increase according to age, to 


Hill 


the increase. 
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effects on general health. 
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Research and Clinics. 








- Health 

= Podiatrists, Dr. 
now more par- = = 
ticular about = for better feet. 


purchasing shoes : 
that possess the 
require- 
ments their feet are needful of. 

“Everyone acknowledges respect for any public man 
or woman; the world heralds these professions with 
mannerisms and speech that actuates respect. 

“Shoe fitting certainly requires as much intelligence, 
training and experience as many other professions. We 
know what is necessary to be a successful shoe man, to 
be able to fit the weary feet that cry out to us for help. 

“Therefore, shoe fitting should be classed as a pro- 
fession. Thus, shoe men and women selling corrective 
shoes, or any shoes of high standard, should possess the 
proper credentials before they are employed to fit the 
feet of the suffering public. This will keep the begin- 
ners where they belong and advance the graduates to 
their proper positions. It will also give the mediocre 
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the extent that out of one hundred per cent of women’s cases 
between the ages of twenty-five and forty, and forty and sixty, the 
percentage is fifty per cent in each group. 


These figures disclose the fact that women acquire foot ills in 
fifty per cent of the cases before the age of forty. 


From available statistics it is evident that foot defects are on 
Annually, more than $100,000,000.00 are lost, to 
industry in the United States, through inefficiency caused by 
pain and discomfort from foot ills. 


The Educational Research Bureau of this organization recom- 
mends that extreme care be given to the selection of footwear, 
changing shoes several times daily, and having feet examined 
periodically as a preventative to foot discomforts and their evil 


Compiled from National Surveys conducted by the 
National Association of Chiropodists, Bureau of Educational 


Issued by the Committee for the Promotion of Foot 
of the National Association 
Joseph Lelyveld, Director, 
Massachusetts. This is in part with a nation wide movement 


of Chiropodists- 
Rockland, 


salesmen an im- 
petus to study 
and advance. 

“This plan of 
procedure will 
efface the title Shoe Clerk from the pages of the shoe 
industry and promote the much deserved title Foot 
Fitting Expert, and the shoe game will then be con- 
sidered a profession.” 


NE of the most necessary things needed for the 

proper study of the human foot is the personal 

foot analysis chart, as a living record in the store of the 
progress made by the patient. 

The chart is illustrated. 

medical record of the customer—age, weight, condition 


It is designed as a semi- 


of the feet, the ailments and a general diagnosis of the 
region of pains and discomfort. On the chart, the 
condition of the foot is mapped and other details as to 
occupation, weight, etc., complete the story. 










Bb Handling The 
~ Hard-to-Fit Customer 


Tact and Diplomacy Important ‘R equisites 
for the Orthopedic Shoe Salesman 


A 


O woman likes to be told that she 

possesses an “irregular” or hard-to-fit 

foot. Diplomacy and discretion are 
necessary attributes of the salesman. 

Two successful shoe merchants recently were 
consulted as to the best manner in which to 
handle customers of the type described. 
Psychology in selling is the rule applied by 
O. D. Stynchcomb, buyer for Pollock’s, Ashe- 
ville, N. C. 

“To a woman customer who says ‘I have a 
hard foot to fit,” says Mr. Stynchomb, “I 
bring into effect all the psychology at my com- 
mand to make her feel that she is getting that 
special service for those who are hard to fit, and 
also, of course, for the purpose of makiny a 
sale and a friend for the store. In order to ac- 
complish this I begin by selling the customer on 
my ability to fit the difficult foot. To do this 
I must gain the confidence and respect of the 
customer by assuring her that my time and 
experience are entirely at her disposal, and 
say it graciously and with a true ring of sin- 
cerity. I then proceed to give the foot an 
examination as thorough as possible, having 

her explain her trouble as we go along. At the same 
time I explain the different features in a shoe most 
needed to overcome her foot trouble, finally assuring 
her that I have the shoe most properly adapted to he1 
especial foot difficulties. 

“By this time my customer is in the frame of mind 
that this is the store where she can be properly fitted 
and that I am the man to do it. She has come to be- 
lieve from my statements that my knowledge and ex- 
perience will be beneficial to her. Observing this 1 


pPrverar rm 7 i 5 A “4 


A A 


proceed to measure her feet, explaining all the while 
what I am doing and why. I then bring out a shoe as 
nearly adapted to her wants and needs as possible, slip 
it on her foot and show her why this type of shoe is 
specially suited to overcome or correct her particular 
difficulty. I allow for one or two try-ons so that when 
I finally put on the right one she will feel the ease, sup- 
port and comfort needed, as well as the good style, 
which I stress as the final sales point. I find in this 
way that a great majority of our hard-to-fit customers 
are successfully and pleasantly fitted and sold in this 
way, and that they remain friends of the store, not only 
returning for more shoes but also recommending my 
personal services to their friends.” 

Mr. Stynchcomb recently wont a prize offered by E. P. 
Reed & Co., of Rochester, for a paper on “How Best 
to Fit Shoes.” 


OME views of value are held by Peter J. Denzer, oi 
Bell’s Boot Shop, Cincinnati, who specializes in fit- 
ting shoes to women with difficult feet. Note his initial 
observation: ‘““The great trouble in fitting the hard-to-fit 
customer,” he says, “is that too many styles and too few 
sizes are bought by the average merchant. Buy more 
sizes and fewer styles. One is far more likely to lose a 
sale if he hasn’t the size, than if he hasn’t the style asked 
for by the customer.”’ 

There are some choice nuggets of knowledge in Mr. 
Denzer’s views, given as follows: 

“When customers enter your store telling you they 
are hard to fit, endeavor to impress them first of all 
that you are glad to be of service to them, stressing the 
fact at the same time that your reputation for fitting 
difficult feet is known to the entire community. It makes 
an impression which helps to make the sale. 
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A Partial Showing of 
Smart New Arch-Aid 
Shoes In-Stock 
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“Abbott” 

B359 Brownstone Kid 

with Sun Tan Kid 
underlay & tongue..$7.00 


8360 Black Kid with 
Patent Leather un- 


derlay 
14/8 Cove: 


“Angie” 


8389 Black Kid with 
Patent Leather 
Trim 


8390 Brown Kid 
with Beige Kid 
Tri 6.1 


m 10 
15/8 Solid Leather Heel 
Uskide Top 


“Igloo” 
Bi85 Black Kid 


with Black Grain 
Calf Trim $6.10 


B188 Dapper Brown 
Kid with Brown 
Grain Calf Trim. 6.10 

14/8 Solid Leather Heel 

Uskide Top 

B346 Beige Kid 

with Beige Snake 


Calf Trim 
14/8 Covered 


“Garnet” 
B364 Mode Belge 


Calf with Beige 
Clair Calf Two- 


“Garnet” 
B363 Black Kangola 
Calf with pinking 


along perforation..$6.10 
16/8 Covered Cuban Heel 


“Acme” 
8362 White Calf... 
N ‘d 


Finished Sole 


Jan. 25, 1930 
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Areh-Aid Shoes 


for Women 


“To have served one thing well for over a quarter 
of a century is no mean achievement.” 
—BENJAMIN FRANKLIN. 


| eee well over twenty-five years Menihan 
Arch-Aid Shoes have been the most suc- 

cessful and satisfying Arch Supporting Style 

Comfort line of footwear in America. 


While scores of other “arch” shoes have come 
and gone, the Arch-Aid continues, having 
shown an unparalleled record of achievement. 
And year after year Arch-Aid has brought 
Increasing Profits to merchants and perfect 
satisfaction in Comfort and Style to the 


wearer. 


Our Agency Proposition is a most attractive 
one. If there is not an Arch-Aid Agency in 


your locality, write for it. 


Write for complete catalog today 


The Arch-Aid Shoe Company 


Rocuester, New York 





















EVERY 
WOMAN 

is your prospect 

Jor this amazing: shoe! 
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ARCH FORM .. . . For dress wear seal 
Super-Flex (Cement) Process . . . $10.00 — 
Littleway Process . . ..... . 850 
ARCH FORM . . . For general wear s get 
Flexible Shank Welts .... . $10.00 ; way 
Firm Shank Welts ie ee a> a oe 
loc 
SoSH AT AMR MRER IS 
cus 
T’S hard to imagine any woman resist- por 
ing the wonderful Arch Form story , 
once she has had its differences properly : ( 
presented. wh 
Here’s a device that works: An Arch | fea 
Form shoe and a sample shoe of another = 
make are exhibited; both with sock lining 
turned back to reveal the heel seats. The | Fo 
smooth, white, velvety appearance of the wi 
rubber cushion “Shock Absorber” heel in | br 
the Arch Form immediately registers in | be 


THOMAS G. PLANT C 






BOSTON, MASS. --- IN STOCK Cc 
Chicago Sales Office: 209 South State Street Ne 
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The thumb points to the famous “Shock Absorber” cush- 
ion heel seat in all Arch Form footwear, which permits 
low heel comfort in high style shoes. 


DELL, Retail $10 





| 





























contrast to the rough, nail-studded heel 
seat of ordinary shoes. And when the cus- a 
tomer tests the cushion with her thumb she 
gets a quick, practical demonstration of the 
way her heel settles comfortably and is 
locked snugly into this “Shock Absorber” 
cushion heel seat—thus eliminating the 


possibility of the foot riding forward with 





attendant pinching of the toes. 


Combined with this dramatic feature 
which lifts Arch Form out of the run of 
feature shoes are, of course, the main arch 


support and metatarsal rise. 


If you have not yet seen the new Arch 
Form, by all means see it now. A letter or 
wire to the nearest address listed here will 
bring a representative to you with the 
beautiful Arch Form creations for Spring. 

Qc F ORy, 
CORPORATION wi Deity 
CENTERS: BOSTON: ATLANTA 


New York Sales Office: 908-910-912 Marbridge Building 
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introducing 


THE ACTION SHOE FOR 


A DAYTIME SHOE OF AIRY LIGHTNESS, 
PERSUASIVE BEAUTY SUPREME COMIFOPT 


« 
‘Dintrecerre atviemg —brawey to charm the eye of a commcinecur —=tinane unake the rare 
nace nod thintle dewe lightness of the mew Adepte thee all the more surprising. To veer 
a shoe of surpassing «morieew aad still be umeware of its presence om the foot... is 
indeed am anasnel experience. Yet that i exectly what ewsite you in the arw Adapts 
shor the mast curerastel combination of beacty and comfort vou have ever soem 


Let Adapte atyle odd 2 new buoyancy to your active, waking hours. A single fisting 


Testes sees 
Sr Sas 








The introductory advertisement in Harper’s Bazaar 
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ADAPTO STARTS! 


Sales-making messages to reach 
every logical woman buyer in 
your trading area. 


At the left, two introductory advertisements, ap- 
pearing in February, starting two memorable series. 
All magazines on Adapto schedule will run Adapto 
advertising equally memorable, equally appropriate 
to their readers. 


A new departure in shoe advertising: In every 
city where an Adapto dealer is appointed, Adapts 
will put on, at its own expense, a smash announce- 
ment campaign of big space newspaper advertise- 
ments, over the name of the local dealer. Within 
one week, every woman in his trading area will bz 
Adapto-conscious—and Adapto-curious. 


At the show, buyers placed their O. K. on thi 
new shoe, and the merchandising plans behind i: 
Heads were scratched in search of ways and mean 
of taking on the line. Adapto created a stir in the 
biggest, most blas¢ convention of your Association 


We said, in this space recently: “Behind this nev 
shoe are immense resources, and men ready to app! 
them to its exploitation. Plans are made, and ap 
proved, for seeing through as complete a job of mer 
chandising as the industry has witnessed. Plans ir 
which the retailer and his good-will, his turn-ove: 
and his profit have been always to the fore 


“This is an opportunity. Not often is there one 
so good. A valuable franchise is in the offing. | 
will be awarded to the one dealer in each city best 
qualified to treat it well and, with our co-operation 
make it richly profitable.” 


Mr. Alert and Aggressive Retailer, investigate the 
Adapto proposition! Find out if it has anything of 
interest for you. Write or wire Mr. George W. 
Baker, Jr., Vice-President and General Manager, 
Adapto Shoe Co., Inc., Marbridge Building, New 


York City. 


THE ACTION SHOE 
FOR WOMEN a 


eccdcdcdcdcccceccccccecceccce 
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S! Nunn-Bush | 


reach 
er in 


i ) 
| Arch-gas 
iF Oxfor« 

| With the Ingenious 
© — CUBOID BALANCER. 








































ince- 
hh / Modern research has shown many of the arch sup- 
ill b> ports in common use to be an actual hindrance to 
' normal foot action. The CUBOID BALANCER is 
not a “crutch”. It is an ingenious device which in- 
this duces the proper “spread” of the foot with each for- 
di ward step—distributing and dissipating the weight 
ro thrust as Nature intended. 
> the Like the ANKLE-FASHIONED feature of all Nunn- 
tion & Bush Oxfords, the CUBOID BALANCER proves its 
value in unusual satisfaction and comfort on the part 
nev of your customer. Nunn-Bush sales mean future as 
ppl well as present profits. 
ap- 
ne wae ee 
iS Ir NUNN-BUSH 
Over Is On The Air 
one 
. It 
best 
ion, 





ot 
: 





The H, L. NUNN Combination ~ 
501 Autograph Arch-Fashioned © 


Sire teen oS seer. 





SENT ON 
REQUEST | 
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ee ines Numn-Bish & Weldon Shoe Co, — 144 duane street, New York City 


San Francisco, Cal. MILWAUKEE, WISCONSIN New York 
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Retailed All Over the 
United States at $5—$6 





Me, 





AAAAA to EEE—Sizes 1 to 12 


Sales Offices 
BOSTON OFFICE 111 Summer Street BOSTON, MASS. 
NEW YORK OFFICE Room Oot: Marbridge Bldg. New YORK, N. Y. 
CHICAGO OFFICE “ei hae §« CiBCA0O, BL. 
LOS ANGELES OFFICE sno S. Breadwey” LOS ANGELES, CAL. 


704. St. Charles Street 
Second Floor 


DUNN & McCARTHY 


AUBURN, N. Y. 


ST. LOUIS OFFICE ST. LOUIS, MO. 
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New, smart styles—improved, su- 
perior quality—better service— 
characterize the line of Ann Elise 
welt shoes, to retail at $5 and $6, 
and the “W & C Fashion” welts, 
retailing at $7.50, made by the 
Ault-Shackford Shoe Coinpany of 
Auburn, Maine, and St. Louis, 
Missouri—now in the hands of 
our salesmen—many numbers car- 
ried in stock. Every Ann Elise 
number. is built on the new co- 
ordinated lasts and patterns sys- 
tem. Every model fits like a 
sample size in every size and 
width. 


























ARCH SUPPORT SHOES 


Styles of snap and THE popular-priced arch sup- 
salability . . . heavy em- port line in America’s leading stores 
phasis on COMFORT, 
giving you a q-u-i-c-k 

turnover straight 


from coast to coast .. . because 
through the year. 















they sell and sell with no mark- 
downs. Then why not a FEA- 
TURE LINE for you, too? 




























GOODYEAR WELT 
in Stock, AAA’s to EEE’s 


CORRECTLY SMART 
and smartly corrective 











For details, get our Write for new Catalog 
Catalog today 


a rT a Dil 
‘ = 5 

























































































Now being shown by 


Our Salesmen 





The DOROTHY 


Attractive new patterns 
along with standard fa- 
vorites —each embodying 
the high-grade workman- 
ship which is incorporated 
in all “American Girl” 
Arch Support Shoes—now 
shown by our salesmen on 
the road. Write or wire 
for appointment. 





The GERTRUDE The CAROL 





THE SAM B. WOLF SONS CO. 


Cincinnati, Ohio 
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“YOUR FOOTPRINT IN LEATHER” 


© 1929+ €.P.R.6 CO, 


If you sell a customer only the style of a shoe, you must sell her again with each style 
change. When you sell her a Matrix Shoe you sell her a permanent idea—the essential 
rightness of a shoe moulded to fit the sole of the foot. She thinks of it as her “footprint in 
leather”—the shoe that conforms exactly to her foot—she is your Matrix customer forever! 


E.P. REED & CO... ROCHESTER, N. Y. 


New York Style Studio: Marbridge Building (Broadway at 34th Street) 
Chicago Office: 1729 Republic Building Philadelphia Office: Denckla Building 
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W, 


METAPAD 
SHOE 





TRADE MARK 


X-Ray Photograph 


Note particularly the 
shape of the pad, its 
position in the insole 
with respect to the 
metatarsal heads 
and the’ tempered 
steel shank support- 
ing the main arch. 





THE METAPAD SHOE 
BY HEYWoop 











A CORRECTIVE AND 


METATAROAL PREVENTIVE SHOE 
PAD SUPPORTING STYLED FOR LOOKS 
ARCH 
| SHANK SUPPORTING AND COMFORT, 
ARCH 


QUALITY BUILT FOR WEAR 





FOUR LINES IN STOCK 


SEND FOR SAMPLES AND ILLUSTRATED CIRCULAR 


HEYWOOD massactuserrs “QUALITY SINCE 1864” 

















Cc. P. FORD & CO., Inc. 
Rochester, N. Y. 








First and foremost a shoe that excels in fitting 
qualities. 






Archetype, in addition to being scientifically cor- 
—_ is styled in the most pleasing and accepted 
modes. 












The ideal shoe with corrective features skillfully 
concealed and happily acceptable both to the foot 
and the eye. 


C. P. FORD & CO., Inc. 


x se N. Y. 


_pevets Office: + Ry Bldg.—Rey W. 
3 ., ‘sis’ he Repu fe Bldg.—Ray ‘McCarthy 
Nea k Office: Marbridge Bldg.—Jack Galway 
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Your customers look for it in shoes. You look for it in busi- 
ness. There’s a gratifying stability in Pontiac’s PONTI- 
PEDS and in a merchandising policy that provides for the 
continuous aggressive exploitation of these better-made arch 
support welts. They are the logical shoes for most-the-time 
wear for most women. 





Twenty-five numbers in stock. . 
SS Sarre .. 84.25 


Black Patent 1 Strap. Side Buckle. 
a Black Suede Underlay. Arch Support. 


Combination Last. 14/8 Leather Heel. 


Uskide Toplift. Last 138. 
V1 js gd No. 2075—Same in Black Kid. 
ty Black Kaffor Kid Underlay. ...$4.25 
No. 2431—Same in Medium Dark 
Brown Kid. Brown Suede Underlay, 


D — 
Ol LDe AAA, 549; AA, SUMO; A, 5-9: 
B, 4%-9; ©,49; D, 4-9. 
IN STOCK 
“a 


= 

















Ck $4.75 
Black Suede One Strap. Rajah Ap- 
plique. Arch Support. Combination 
Last. 14/8 Wood Heel. Last 138. 
No. W2430—Same in Brown Suete. 





.00 
No. 2025—Same in Black Patent, 
$4.50 - 
AAA, a a AA, 5%-9:;: A, 5-9; Bs FD 0 0 escccevcesezes $4.50 
B, 4%4-9; C, 4-9; D, “49 in No. 2085 Royal Brown Kid Cutout Tie. Arch 
only Support. Combination Last. 14/8 
IN “STOCK Leather Heel, Uskide Toplift. Last 
124. 
No. 1678—Same in Black Kid, 
a $4.50 25 
Medium Dark Brown Kid. 4-Eyelet No. 1878—Same in Black Patent, 
Tie. Arch Support. Brown Rajah . 25 
Tongue and Underlay. Combination Write for the aa, 803i. 4 4 ee 
Last. 14/8 Leather Heel. Uskide B, hatha hy D, 4-10. 


Top. Last 124. ° 
No. 2026—Same in Black ae ™ Pontiac 


50c. extra for sizes ey d 10. 
eS et ea IN STOCK BOOK 











PONTIAC SHOE MEG. CO. 


PONTIAC, ILLINOIS 















ee cman, 
—, oo — 
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ARCH-O-THENIK 


THE AUTHENTIC ARCH SHOE 














Tying in with the National Foot Health 
Week explained in the editorial pages 
of this magazine is the Arch-O-Thenik 
line of authentic health shoes. People 
will be told they can buy a genuine 
health shoe for $5.00 and $6.00— 
that they should buy it. Will you have 
the shoe when the demand hits your 
store—the best Five Dollar Ortho- 
pedic ever built? Arch-moulded coun- 
ters, genuine kid quarter linings— 
fashionable leathers and colors—this 
line has everything—plus! 


A word to the wise buyer IN TIME 
means profits WHEN THE TIME IS 
RIPE! 











SHOE MANUFACTURING COMPANY 


aa, oo Q Retailers 


MAAAAAAAAAAAAAAAAAAB 








SIX MILLION READERS 


SOMETHING MORE THAN 
JUST SHOES 


Trade Builders are an advertised 
Standard of Value. We tell the 
men in six million homes about 
them every month of the year. 
Thousands of these men are in 
your trading radius. Buy Trade 
Builders. Serve these men and 
take the profit. 







merchandising 
features of 
“Trade Builders’ 


TRADE BUILDERS WEAR 
ON THE INSIDE TOO 
The Grain Leather Combination 
Counter Pocket and Back Stay is 
an Exclusive Trade Builder Fea- 
ture. Men like it. It saves the 
lining and saves the sox. Our 
super fitting Last with the pat- 
ented special steel shank provides 
comfort men demand today in 

footwear. 





TOM 
A soft, easy fitting, genuine Black F 
Kid Shoe with all the exclusive { 
Trade Builder features at $3.50 
per pair. 





If you sell Men’s $5.00 shves, 
your stock is incomplete without 
TOM." 























Write for a sample 
pair in your own 
size. 


x, oh AW IAN, 


Tracie’ 
pullers 


e) 
SO WATERS 
Ti mane 


M. T. Shaw, Inc. 
COLDWATER - MICH. 





ARCH SHOES 
IN 


i IN STOCK 
acerses AA TOE 
wa"uis. | ONE OF 25 


i 


‘1; MADE IN PHILADELPHIA 
P BY MASTER CRAFTSMEN 


C. S. GIBBON CO. 


50-54 No. 4th St. Phil., Pa. 
SES SEE RR 
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Willur Coon Shots 


Remember Our Famous Cross-Strap? 


















—the pattern that fitted perfectly on any 


and every foot. 


This new two strap is proving just as flex- 


ible as an all around fitter. 





The top strap rides high, insuring a smooth 
fitting top line and a snug fitting heel. 


Developed in mat kid, ooze saddle, 309 (com- 
bination) last, 14/8 covered Cuban heel. Light 
weight Goodyear Welt. 


The lower strap grasps the waist, producin 
Stocked PP ‘a . 
: Sizes 24% to 12 

Widths AAAA to EEE 

(A to E, size 1 up) 


Price $6.00 


Sizes 9% and 10 50c. extra 
10% and 11 75c. extra 
114% and 12 $1.00 extra 


a snug fit where snugness is appreciated. 


The center buckle fastening permits of ad- 





justment to any size or height of instep. 


The shoe sells on sight: it fits perfectly and 


looks trim and snappy. 


- This is only one of many new shoes that are 

















aud making the Wilbur Coon line outstanding 
in its price range. 

diliaes 

K 

IIA 

en 37 Canal St. 

= Rochester, N. Y. 

= A ee a A SSP PRES WARE 9 SA ENR OS SRR 
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Professor Brinsted smiled as he saw the two young 
fellows shake hands and size each other up appraisingly. 


AAA 


The Story ILLY ROGERS wanted to own a shoe store. He had $17,000 and some 
practical experience acquired as a salesman in Parker’s Shoe Shop. 
Thus Far: George Morland was willing to sell his store for $22,000. Acting on the 


advice of June Solent, Billy consulted Jethro Blunt, president of Fretton 
National Bank, and the latter scanned the figures on Morland’s business. Billy decided not 
to buy Morland out and after consulting his former boss, Parker, decided to. launch his 
own business. He picked a promising location, acquired a stock and opened his store. 
Billy’s competitors made trouble by cutting prices. The matter of collections causes Billy 
and June a lot of worry. They decide to go on a cash basis and send out a collection 
letter to customers whose accounts are overdue. The letter produced unexpected results, 
angry protests and lost customers. Getting his stock down to a reasonable figure is Bill’s 
next problem. He hears a talk at the Chamber of Commerce on retail merchandising and 
later confers with the speaker, Professor Brinstead, on his own problems. He decides to 
dispose of his dead stock at any cost and finally sells the surplus merchandise in Boston, but 
at a staggering loss. Later Professor Brinstead invites Billy to dinner and suggests that his 
nephew, Jack, join Billy in the shoe business. Billy reacts favorably to the idea, but before 
the matter is settled, another complication arises when a neighboring chain shoe concern makes 
a bid to lease his store. Billy counters with an offer on a five-year lease. 
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S Billy dashed from the lawyer’s office to 
A his store, he wondered what on earth 
Bloom could have on his mind of such 
importance as to call him away when he was 
just about to sign a ten-year lease for his store 
on 264 Mill Street. He could not help grin- 
ning as he thought of his lawyer, Wise, and 
of Piller, his landlord, whom he had left so 
unceremoniously. 

On entering his store he saw Bloom with a 
stranger, a man about forty years old, tall, 
slightly built, very dark with a minute black 
moustache. Bloom introduced him to Billy as 
Stephen De Barr, the manager of the real 
estate department for the Warranty Shoe 
Company. 

“I’m glad we were in time to head you off 
from signing that lease, Rogers,” Bloom began, 
after the usual commonplaces of introduction. 
“T rather think what De Barr has to say might 
save you a little money.” 

Billy looked with half suspicious and wonder- 
ing eyes at this smartly dressed, quiet, shrewd 
looking man who stood before him. 

“T am really glad to meet you,” De Barr 
began, “for I have heard many fine things said 
of you. You give us the kind of competition 
we like. It is clean and vigorous and helps to 
keep our local manager on his toes. Our 
policy, like most up-to-date chain stores, is not 
to go after the business of the local merchant 
but merely to try to build up our own business 
in our own way. Bloom has told me of your 
negotiations with this fellow Piller,” De Barr 
gave a faint smile as he spoke. “I am afraid 
our friend Piller is trying to pull a fast one. 
He came to us with a story that you could not 
afford to pay as much as he wanted. I had 
one of our men clock the location so that we 
could value it. On the strength of that we 
made him an offer subject to confirmation by 
the home office. The option was just about to 
be signed when you called up Piller. Yester- 
day, he came back to us with a story that you 
had offered him twenty-seven hundred a year 
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Billy Rogers— 
Shoe Merchant 


by HAROLD WHITEHEAD 


Business Consultant 





but if we would meet your offer he would give 
us preference.” 

“Why, the cock-eyed liar,” Billy exploded, 
“that bird was evidently playing us against 
each other.” 

“Exactly,” De Barr agreed, “however I 
checked up with Bloom here and he told me 
that you had offered twenty-four hundred 
dollars on the assumption that that met our 
offer. As a matter of fact we offered twenty- 
one hundred for five years; twenty-four for 
two more and twenty-seven for the last three. 
That was our estimate of its full value. We 
told Piller we would not increase our offer 
even to the twenty-four hundred which he 
claimed you first offered him.” 


oe HAT’S right,” Billy conceded, “I offered 

him that to meet your offer, as I thought. 
In fact,” Billy smiled ruefully, “he squeezed 
me up to twenty-five hundred.” 

“Well, Mr. Rogers, I wanted you to know 
that we would not take the place at any price. 
It is our policy never to trade with a man who 
tries funny business. I think the property is 
worth what we offer but no more and with 
us out of the picture I should say there would 
be no reason for you to pay more. As a mat- 
ter of fact we have an opportunity to rent the 
store next door to you for a little less than 
yours, although it is not quite so big. Those 
job shoe people only have it on a monthly rental 
at a nominal rate.” 

“It’s awfully good of you to tell me this,” 
Billy said quietly”, yet while he spoke he was 
wondering why these people should go out of 
their way to save him money. Of course, he 
could understand good, clean competition. He 
couldn’t understand their going out of their 
way to help a competitor. De Barr’s remark, 
however, answered Billy’s unspoken query. 

“Er—Mr. Rogers,” De Barr looked thought- 
fully at his well manicured nails while he spoke. 
“You have a good location here and are well 
[TURN TO PAGE 104, PLEASE] 

































































the 
strong’s Cork Bow Toe be- 
came | ae in ——— 
tive shoes, was 
adopted for oma 
brogues and other wide-toe 
shoes. It is just as practi- 
cal in a blunt-toe last as in 
the narrow-toe shoes. And 
it covers the entire range 
of lasts, 


Soon after Arm- 


BLUNT TOE..NARR 











For any kind of shoe, Armstrong's 


Cork Box Toes assure perfect satisfaction 


RMSTRONG’S Cork Box Toes 

play no favorites among men’s 
lasts. Whether the reigning style is 
the broad-toe collegiate, blunt dress 
last, or the conservative dress last, 
these modern cork-features assure 
comfort from the very first step, 
style lines that live as long as the 
shoe is worn, and durable service in 
good weather and bad. 


Constant comfort? Yes, because 
the cork box toes are light and flex- 
ible. In the narrow-toe shoe, and 
the blunt-toe shoe, too, the foot 
finds perfect freedom. There is no 





chafing or blistering. And because 
the cork is strong and durable, all 
the style lines are maintained. In 
spite of strenuous service the year 
‘round, the shoe refuses to lose its 
style. 

Nor is there any price increase, 
since Armstrong’s Cork Box Toes 
are built right into the shoe quickly 





ARMSTRONG CORK 
COMPANY 


Specialties Division, Lancaster, Pa. 




















ARMSTRONGS CORK 
BOX TOES amd COUNTERS 








It has been nearly ten 
years since the semi-soft 
Armstrong’s Cork Box was 
developed. Its first use 
was in the conservative 
narrow-toe dress shoe for 
men. And today, American 
manufacturers use this bor 
to insure “comfort with 

style.” 





and easily. Manufacturers will 
tell you that the cork comforts cost 
no more to install. We'll gladly 
send you a list of these manufac- 
turers who make the cork-equipped 
shoes. 


We suggest that you send for 
sample pairs of both blunt-toe and 
narrow-toe shoes equipped with 
Armstrong’s Box Toes. Then try 
them out in any way you please. 
Just a test or two will convince you 
that they give perfect satisfaction 
in any style of shoe. 
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The EVERgrip 
Shoe Buckle Holder 


Evergrip Buckle Holders are in- 
visible, instantly attached to the 
vamp and will never lose a 
buckle intrusted to them. Will 
not tear the hose or hurt the foot 
in wearing. 


Write us for samples and prices 
of the Evergrip Buckle Holder or 
talk about them to your jobber. 


“Just Look at My Shoes!” 


“Jim gave me this beautiful pair of Marcasite 
buckles for Christmas—and here somewhere be- 
tween our house and yours I have lost one! Isn't 
it terrible?” 


“T am awfully sorry, Jane, but you should have been 
sure they were fastened securely. Look at mine. 
The shoe man sold me a pair of Evergrip shoe 
buckle holders—and they hold so firmly you can’t 
pull the buckles off, yet I can change them from one 
pair of shoes to another easily and quickly. If you 
can vamp Jim for another pair of buckles, be sure 
you get Evergrips to go with them.” 





* 


226 SO. FOURTH STREET 


* 


FRENCH BEADING & NOVELTY COMPANY 


Manufacturers and Importers of Rhinestone Beaded and Cut Steel Shoe Ornaments 


PHILADELPHIA, PA. 
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United States Rubber 






Guaranteed ] 


1. Natural Color 
2 Non-marking 


3. Leather-like 
firmness 


4. Retains Uskide 
standards 





Jan. 25, 1930 










Company—manufacturers 
of USKIDE Soles announce 


a natural-colored 





non-marking sole 


with the same wearing qualities that have sold 
60,000,000 pairs of Uskides 







Adding a natural color to composition soling has never 
been a problem—adding it without subtracting wearing 
units has been. The new Uskide is still the fine, firm, 
easy-to-work bottoming material that has long since 







established itself as the standard by which all composition 






soling is judged. 









The new non-marking feature widens at once the market 
for this superwear type of sole to include children’s and 






dress welt footwear. 







For the shoes you are ordering now be sure to specify the 
natural-colored, non-marking Uskide on men’s, boys’, 






ouths’, little gents’ and children’s sizes. 
y a 






Complete details regarding this new sole may be had by 


writing 






Sole and Heel Division 


United States (i) Rubber Company 


PROVIDENCE, R. I. 












WORLD’S LARGEST MANUFACTURERS OF RUBBERWEAR FOR FEET 
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Merchandising the Keynote 


Constructive Middle Atlantic Convention Assured of Sound 


Business by Banker and Cabinet Officer 


By ARTHUR D. ANDERSON 


Editor, Boot and Shoe Recorder 


ONVENTIONS 

these days are di- 
vided into two parts— 
business sessions’ with 
speech making and sam- 
ple room sessions with or- 
ders. Maybe we can es- 
tablish a new axiom that 
“if convention — sessions 
are good, sample sessions 
are not so good.” This is 
the third of the great 
meetings of the year. St. Louis to Boston to Philadel- 
phia. By a visit to all three one can get a pretty fair 
measuring stick of the values-mental and the values in 
merchandise sold. 





The Philadelphia convention brought a goodly gath- 
ering of merchants from five neighboring States, and 
as a convention it was well above the average. As a 
buying session it representéd three days of fair business 
spread over two hotels and the shoes bought were sane, 
simple, salable shoes. 

But let us get back to the convention session. No 
convention today is a success unless it starts off with a 
banker and has as its centerpiece merchandising practice, 
and as its dessert, the story of style and color. 

A young banker’, vice-president of the Franklin Trust 
Company, H. Ennis Jones, opened the Middle Atlantic 
Convention with five cardinal principles of merchandis- 
ing for 1930. Here they are: 

“FIRST: Have a definite program.—Chart your 
course and prepare your plans now while you are ap- 
proaching a season of the year when your stocks may be 
expected to be somewhat lower and your shelves ready 
for the new spring styles. Don’t carry your 1920 mis- 
takes into 1930 and expect this year to make up for any 
bad judgment that you may have exercised in the year 
just closed. Take an honest inventory and charge off 
every cent that you possibly can so that 1930 will have 
an even break from the beginning. 

“SECOND: Build your business on a strong finan- 
cial foundation.. More failures are caused by lack of 
capital than for any other reason. Remember that your 
banker should not be asked to furnish you permanent 








working capital and that the primary feature of bor- 
rowed funds is their economy. There are three prin- 
cipal reasons for the retailer to borrow from his bank. 
They are, first, to take cash discount on purchases. 
Second, to add to your inventories by purchasing your 
stock at an advantageous time or price. Third, for short 
term credit to customers, and the latter should be done 
very cautiously. 

“THIRD: Buy judiciously; don’t overstock and, 
equally important, don’t underestimate your market. It 
is hard to strike a happy medium, but by all means exer- 
cise great care in your purchases, especially for the next 
six months. Remember, too, that it is the early bird that 
catches the worm. Easter comes late this year and with 
open weather it should present a good opportunity for a 
fair turnover and a long season. 

“FOURTH: From now on the personal element will 
play an even more important part in selling than ever 
before. This is the day of SERVICE and your sales 
force should be so trained that they will not merely sell 


just shoes but sell merchandise that is particularly | 


adapted to your customers’ individual requirements. 

“FIFTH: Keep the physical appearance of your stores 
and windows neat and modern. Nothing succeeds like 
success and success is the result of very methodical and 
systematic procedure. 

“Price is spoken of sometimes as having purely a 
mental effect, and we are told that if we dramatize 
quality we thus glorify price and undoubtedly this is a 
worth-while thought. However, your business must 
make a profit and a very helpful way to achieve this is 
to BUDGET your business and to keep a very strict 
record of costs. 

“1930 can be made a splendid year because the buying 
power of the American public has not been impaired to 
any great extent, but just retarded temporarily, due to 
a mental condition. Forget 1929 and any unfo7tunate 
occurrence that it brought; that is water over the dam. 
Look ahead to 1930 with a firm, resolute will.” 

Thomas W. Sanner of Philadelphia, in his talk on 
Tuesday, rated the mortality of shoe stores starting with 
small capital as the highest in retailing, while Cal. 
Mensch of Philadelphia gave shoe stores a seven-year 
life term and credited Pennsylvania with less retail 
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speed and a constant desire for change. 


and designs. 
standard of living of the day. 


@ “The successful merchant today—the merchant who will be in 
business tomorrow—studies the requirements and demands of his cus- 
tomers as carefully as he studies the offerings of his manufacturer 
The public has arrived, indeed, at the point where 
it sells dollars to the merchants for goods and when it cannot find the 


and wholesaler. 


goods it demands it does not surrender its dollars. 


@ “Retailers are finding it necessary to give more thought to having 


@. “Merchants today are competing, not only against each other, but 
are matching their wits and merchandise methods against prosperity, 
Merchandise is attired in 
an alluring garb. It is dressed in color—adorned with artistic figures 
Its appeal and its range are comparable with the high 





r- the correct quantities of the proper merchandise in the right place 
n- at the right time for distribution when it is wanted.” - 
k. e2 
§ —From an address at the Middle Atlantic Convention by 
David A. Skinner, Secretary of the Chamber of Com- 
al merce of the United States, i 
c 
e 
| shoe failures than any other State in the. Union the gainfully employed workers make for prosperity. 
. No convention today is complete without Jesse Adler “A man may have his pockets bulging with money, 
of New York, who gives spice to the speech making and may still be unwilling to buy. The same frame of 
, and to say a good word for men’s shoes. Conventions mind may overtake an entire population. It may have 
' are now 99 per cent discussion of general business—plus ample purchasing power and still precipitate a buyers’ 


feminine shoes. Jesse started off with the customary 
slogan, “The longer the skirt the taller the man,” and 
then his conception of men’s shoes for spring and 
summer. 

Three fashion advisers to industry spoke at the Tues- 
day session: Miss Hilda Rau, Style Service Director 
for Robert H. Foerderer, Inc.; Miss Ruth H. Kerr, 
Style Analyst for the Glace Calf Group of tanners, and 
Madam Mamilton Jeffries, Fashion Editor of the Boor 
AND SHOE RECORDER. 

Inasmuch as we are planning to give all three space 
to tell their story within the RrecorpeR, we will not 
double up on their copy here. 

A full and well-rounded convention, plenty of men in 
authority and each with his eye on the retail shoe mer- 
chant as an important factor to the development of pros- 
perity in 1930. 

The outstanding social feature of the convention was 
the Good Fellowship ban- 
quet on Tuesday night, 
with John C. McKeon as 
toastmaster. The principal 
address was by Honorable 
James J. Davis, United 
States Secretary: of Labor. 
He said, in part: 

“T want to repeat that 
we all believe now that the 
modern economist and the 
modern business man are 
in accord that the wages of 
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strike. It will do this whenever its confidence is 
shaken. 

“But the important result of the President’s confer- 
ences with the leading business and labor men of the 
country was to maintain that public confidence. He 
pointed out what every sane person could see for him- 
self, that the nation is here, with all its assets of finan- 
cial and mental capital. It is as rich as ever, as intelli- 
gent as ever. In order to go on prospering all it has to 
do is to go on prospering. 

“How good can we expect things to be in the future? 
It happens that we can expect a good deal of business. 
But we can expect even more of ourselves. Many a 
time it takes a little sick spell to force a man to correct 
That is precisely 
There is 


bad habits and take care of himself. 
what has happened in the business world. 
nothing that will prevent speculative booms. They grow 
out of our very prosperity. Values are forced up by 
over-confidence. It becomes a bad habit that needs cor- 
Now we have learned a lesson and will take 
We have had a sick 


rection. 
better care of our business health. 
spell. We are profiting by it, and the year 1930 will see 
Our lesson is 
behind us. We are 


soberer in our heads, and because of that fact we stand 


us well on the way to complete recovery. 
We have learned a new caution. 


to prosper far more than we did in our recent wildcat 
frame of mind. 

“The duty before every good business man is now to 
apply to his particular activity the lessons of caution 
that he had had a chance to learn. 

[TURN TO PAGE 103, PLEASE] 








MPTY 
THEM .. HUMPTY bv 


Have that sturdy fine character that endears them to parents, 


coming into your store because they stand up under service. And their name and style 
appeal to their little wearers. 


when they are young! The value at the price, their finish and workmanship and profit 
making qualities have their appeal to you. Write us for details 


Yes, young enough even to wear the shoes and prices. 

of Babyhood. It is a pleasurable as well WILLITS SHOE CO. 
as a profitable occupation to sell Baby HALIFAX. PA. 
Shoes—when you handle Mrs. Day’s 
Ideals. This line is broad in scope, cov- 
ering by logical progression of types and 
sizes the needs of infants through to those 
of babies up to 4 years of age. A catalog 
of our complete line will be gladly sent 
at your request. 
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MAIZE SHOE Co. 
Jl HU MMIWNW\SSSSSSS 
Handsome New Profits 
Stitchstep 


IN STOCK for you and in- 
creased sales in 


SUNBEAMS. 


POTRUROTUOROMROTOEOMOROROI 


DURUEOMUOE 


OVI 7O\ (OV N10 '(@\i/0\ ONC). 


NOL ACANG) 


TRY 


Our work with Ideal No. 381 
the leading baby (last 44) 
doctors of the 
country has greatly 
increased the 
market for Ideal 
Baby Shoes. 


MRS. DAY’S IDEAL 
BABY SHOE CO. 
. DANVERS, MASS. 





a Sample Order 
from our Stock 
Department. 


IUTUBORORBOMOT 
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TURBUEOT 
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No. 474 — Stitchstep; 
Patent; vamp inlay; 


heel. 
2% to 6 SALESMEN: Pay your expenses by 
selling Sunbeams on commission. 
$1.10 We can always use GOOD salesmen. 


2% 10; Net 30 Days. 











NOAA WOANONG) 


MAIZE SHOE CO., Rochester, N. Y. 
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or E FOR MEN 


SHOEMAKING AS AN ART 


and merchandising as a science. _,,. , 


the 1930 combination for prosperity. For example:—this Custom last oxford 
alate 


eS See so finely detailed and so sturdily made is in stock ready for immediate ship- 
Select Quality Bole. ‘and Heel. mi 
Sizes ment and can be stamped and cartoned with your brand or ours. 
AA 7% to ll 
AT toll 
The new Sport Shoe catalog illustrating 18 styles will be mailed you on 


Stock Ne. 391—Same Shoe in request. 
Imported Bik. Calf. 


E. T. WRIGHT & CO., Inc. ROCKLAND, MASS. 
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ALPHA 
Wood Heel 






This screw cannot 
work out of place. 
The thread secure- 
ly grips the fibres 
of the wood insur- 


ing permanent 
S attachment. Py, 
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Walking 
Ma Safe 


What good is a wood heel 





ale if it is not secure? 


REerAILers and manufacturers suffer losses 
in customers and orders, and the wearer 
often meets with injury, when a wood heel 
comes off. 


@,Heels attached with Alpha Wood Heel 
Screws cannot come off. The exceptional 
holding power of these screws sets the 
heels true and rigid— gripped to the heel 
seat. Alpha Wood Heel Screws enable you 
to give your customers the security to 
which they are entitled. Insist upon their 


use in all shoes with wood heels. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


SP tsi 
TELL SCREWS 

















Boot AND SHOB RECORDER 
combining THE SHOE RETAILER, Jan. 25, 1930 73 



















RETAILERS? Repairs REDUCED 


A troublesome feature in 
ordinary turn shoes has 
been the insecure fastening 
of the leather shank piece. 



















The Ordinary Shank A new, practical and sure 
solution of that difficulty 
is found in this invention, 
where the shank is im- 
bedded in the sole—and 


stays there, increasing the 
strength and smoothness of 
the arch. 






The Finished 
Product 


The Frequent 
“Springing U ” 





FOR WOMEN TAY 
HANK 


MANUFACTURED EXCLUSIVELY BY PATENT PENDING 


CARDONE 4x, BAKER, INC. 
DD MYRTLE AVES cas marvelidt 28 new vorx BROOKLYN, N. Y- 


LOOK TWICE AT THIS TRADE NAME 


HAND MADE SHOES §: a /, 

















TRADE MARK 


Impressively Advertised in 1930 


These two words—Deauville Sandals, and also the word “Deauville” used in 
connection with footwear—are registered in the United States Patent Office. 


They constitute the inviolable trade mark of fine woven leather sandals, 
manufactured solely by the Golo Slipper Company. 


take the precaution to protect ourselves and our agencies by stamping each 
pair on the soles with the trade mark. Deauville Sandals is the only line that 
has the legal authorization to be known as “Deauville Sandals.” 


Because the original, genuine Deauville Sandals are widely imitated, we 


When in doubt, look for the name “Deauville Sandals” on the soles. None 
genuine without this mark of quality. 


Any Infringement of the Use of This Name, “Deauville Sandals”—or of 
the word “Deauville” in connection with footwear—will be Prosecuted. 


GOLO SLIPPER COMPANY 


129 DUANE STREET, NEW YORK 
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AL OAT a 
White Suede Calf That Will Not Crock 














For the most distinctive footwear— 
White Velvetta Suede Calf. The man- 
ufacturers and retailers of the world’s 
smartest shoes are specifying this 
leather for models in combination with 
either black or tan calf. 


PURE WHITE 


A very desirable leather for your cus- 
tomers. It does not crock—it washes 











easily with soap and water—it retains its 
natural softness after many cleansings. 

. In men’s and women’s weights. 

se 
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SS 
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HUNT-RANKIN LEATHER COMPANY 


106 Beach Street, Boston, Massachusetts - 
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store 


anuary begins 
a new year... 











Shoe Dept., Broadway Dept. Store, Los Angeles, Calif. 


and a new opportunity 


tiveness and efficiency to the stores. In other 
instances, the fixtures were hopelessly obso- 
lete and were relegated to the scrap heap. 

Almost invariably sales increases followed 
each Grand Rapids installation, many of them 
mounting as high as 75%. 


i now you are closing your 
books on the 1929 chapter of your business. 
Pleasant reading or not, there’s no mistaking 
what you find there! 


New customers gained and greater sales, 
or a fast-shrinking customer list and profits 
falling off? 

Hundreds of merchants have brought their 
problems to our Store Planning and Merchan- 
dising Division. 

Analysis proved in some cases that a re- 
arrangement of the old equipment, with the pos- 
sible addition of a new showcase or two, was 
all that was necessary to bring greater attrac- 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 


If you are not sure that your store is getting 
all the business it should, let our experience 
with literally thousands of stores like yours 
help to solve your problems. 


Mail the coupon for complete information and a 

copy of our recently published merchandising 

book, “The New Way Method in Merchandising.” 
No obligation implied. 





Executive Offices : 
Grand Rapids, Mich. 


eed oflttes Way Method in Merchandising. 


GRAND RAPIDS STORE EQUIPMENT CORPORATION, Grand Rapids, Michigan 
Gentlemen: Please send further information and a free copy of your new book,’’The New 


Factories : 
Grand Rapids 
Portland, Ore. 

Baltimore 





and representatives 





Name 
in every territory 





New York City 














planners, designers and 


manufacturers of 


fine store 
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SHOE STORE 
SERVICE SECTION 


Devoted to -Matters of Display and —Merchandising Methods 


February Activities 
for the Merchandiser 


February 1-8 











This is a time of year when something in the way of a special inducement is in 
order to help draw in the business. Let the conditions of the stock determine 
whether this inducement is to take the form of drastic price cutting or something 
else. If something else, consider advertising novelties and souvenirs. Some should 
eb selected which are adapted to daily use and on which prompt delivers may be 
had. 

Prepare some window decorative features to be used in connection with 
Lincoln’s Birthday, February 12, St. Valentine’s Day, February 14 and Washing- 
ton’s Birthday, February 22. 

Easter comes late—April 20. Get your special drawings for Spring ads in 
work now; and if there are any needed display fixtures or decorations not yet 
ordered that your plans call for, give these prompt attention. 

This should be a good time for a feature display of rubbers, overshoes, galoshes, 
etc., under the head of “Stormwear.” 


February 10-15 


Lincoln’s Birthday and St. Valentine’s Day coming this week are occasions for 
a great many parties and special events, for which appropriate footwear should 
be featured. ; 

If in doubt as to what other items should be brought to the fore, go heavy on 
hosiery. It is always needed and brings a goodly number of customers into the 
store. 


February 17-22 


Children’s shoes should draw well now. 

Weather and other local conditions are factors in determining what other lines 
to push. 

If industry in your locality is in fair shape and the weather is not unfavorable, 
it is well to “spring” an ad or two on Spring styles. But if money is tight the 
early response to this won’t be much; so in that case continue to put most of your 
sales effort behind what remains of the old stock. 


February 24-28 


Before March comes in it will be advisable to do something to identify the 
store with Spring merchandise. Whether to do it in a large way or a small way 
is a matter to be judged from local conditions. 

One good idea to use in a window about now is to show several shoes of differ- 
ent materials and colors and with each one display the dressings and other accves- 
sories that should be employed in the care of it. Usually the best satisfied cus- 
tomers are those who best care for their shoes. 








> 
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AS THEY ENTER 


—this Kawneer 
door of bronze 
is an impressive 
reminder of 
your prestige. 









SEALAIR 
4 Better Window 





jor 


Commercial Buildings 


Not just another window but a dis- 
tinctly new type designed solely to 
meet the requirements of modern 
commercial buildings. 

Closed ...it is air tight. All of the 
sashes are inswinging and can be 
operated independently, the extreme 
upper and lower providing ample 
controlled ventilation. THE ENTIRE 
WINDOW MAY BE WASHED FROM 
THE INSIDE. 


It is not possible to find any other 
type of window construction that 
combines so effectively architectural 
beauty, quality construction and 
practical, modern features. SEALAIR 
Windows are made of non-ferrous 
metal or steel. 


Among men responsible for the 
financing and construction of com- 
mercial buildings this new type of 
SEALAIR window has met with hearty 
approval. A request will bring full 
information. 


awnee 
W 


SEALAIR 
INDOWS 
{ THE KAWNEER CO., 2213 Front St., Niles, Mick. 
| Manufacturers of Bronze Store Fronts, Doors 
1 and SEALAIR Windows 
Pi 


lease send more information about the new inswing- I 
| ing SEALAIR Window. 1 
I 








Designed 











St. Paul Ave., Dept. 






NEW UNIT DISPLAYERS 
By ONLI-WA 


Onli-wa, used with results by pro- 
gressive shoe stores everywhere. 





THE ONLI-WA FIXTURE CO. 


Members of National Display Equipment 
Association 


DISPLAY CENTER, 1440 BROADWAY, NEW YORK CITY 


Moderne Walnut 
and Maple Fixture 











by Onli-wa, styled by 











New Catalog 
illustrates and 
describes other 
attractive silent 
salesmen created 
by Onli-wa in the 
modern manner. 













Write today for copy 


B. S., Dayton, O. 






Reg. U. 8. Pat. Off. 












Strap Ornaments 
Vamp Ornaments 


4248 N. Crawford 











Shoe Ornaments for Spring 


We are manufacturers of rhinestone shoe ornaments 
with white and colored stones. 


Rhinestone Buckles ....... $5.00 to $22.00 doz. prs. 
This is a good opportunity to sample our spats to see the 
difference. We are the oldest spat and rhinestone manufac- 

turers in the Middle-West selling direct to the retailers. 


We Manufacture Labels for Spat Manufacturers 


Manolis Manufacturing Company 
Ave. CHICAGO, ILL. 


A QUICK LIFT 


to greater sales 


No question about it—1930 is 
going to be a great Manolis Spat 
year! Nothing can stop the 
tremendous wave for Manolis 
Products Sales that is sweeping 
the country. The people that 
sell and wear our products know 
the difference. For the season 
of 1930 we will manufacture 
ladies’ spats to order. 


Prices for spats range from $10 
to $30.00 doz. prs. 


Our spats are designed to fit the 
American lasts. 


TT, $2.00 to $9.00 doz. prs. 
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greater 
BEAUTY 
| greater 
STYLE 
| greater , nae | 
DEMAND SALES go \4 f 


where they are invited |’ 


Merchants—picture your store with the 
attractive front shown below. Picture 
it standing among the old-fashioned 


a O fronts that line your block...a fashion 
beacon ...a display of style...a prom- 





for slippers made of 


if 2 




























ise of attractive service and quality 
merchandise within. 
; Hundreds... perhaps thousands of 
f The BIGGEST shoppers pass your store each day. 
: They have money to spend. Your invi- 
sales appeal ever offered! : ; 
; PP . tation to them should be nothing short 
z - ; P of the best. 
‘ aven’t you retailers time and time . - 
again wished for a real “trade puller” ist as GUS you © aman, Cumtning 
: = eethiin Ghat ened tn rh par invitation to the cash of your community. 
a punch direct to the customer? The experience of our nationally known 
Th ‘li f the sli qd h organization of store front specialists is 
9 va shoe . on , el a the new- available to any merchant, large or small. 
ona dite eh calelly this 1. ae A request brings valuable information. 
awaited combination of sales appea 
and profit. 
: Zapon has the soft and pliable texture 
7 of kid that makes for extreme wearin 
| : comfort. Its attractive patterns an 
) brilliant colors not only meet the mode 
| but give the instant appearance of 
a luxury at a modest price. 
For over 30 years the superiority of 
Zapon for use in other fields has con- 
} tinued undisputed. It now comes to 
the assistance of every alert retailer 
‘ seeking new buying appeal as a busi- 
5 ness stimulator. 
| Ask your slipper manufacturer about Zapon 
the 
j Ate iment ce 
i KaY at eer 
i i STORE FRONTS 
ieee a ” Chotinnnenti. “zis Front St. Niles, Mich. 
' ZARINE oo of Send FREE Book, ‘“Modern Store Fronts for 
The very newest sensation in French materials now STORE FRONTS Better Display.” 
introduced for the first time in America by Zapon. eR ee ROE 
Colorful, waterproof and durable. Send for samples. DOORS AND SST menos 
P SEALAIR 
rT 
The ZAPON COMPANY ow STAMFORD, CONN. WINDOWS Kind of Business nn 
-| | CONSULT AN ARCHITECT «+ THE SERVICE IS VALUABLE 
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RECOGNIZE 


THAT 







DOLLARS 






















for every pair of shoe 
irees increase your 
percentage of gross 


PROFIT 


Do you want a safe, simple and 
almost automatic addition to 
your gross profits? 








a 


Miller Shoe Trees will give it to 
you. 


They help every style feature of 
your business, without adding 
the usual problems of stocking 
style. 


A short line of Miller Trees— 
three numbers enough for the 
average store—and you'll have 
a tree business before you are 
aware of it. 


For Miller Trees are standard— 
nationally known — universally 


liked. 


Ask us to tell you what other 
merchants have done with Miller 
Trees. 






















O. A. MILLER TREEING 
MACHINE COMPANY 


BROCKTON, MASS. 

















The Pack Flat Tree, il- The Bete Tree, illus- 
lustrated here, can be trated, is so constructed 







packed flat, making it that it is possible to ex- 
convenient and desirable, tend the tree, after it is 
especially for travelers. ; in the shoe, by simply 
turning the handle. 
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; to ‘Shoe Store 
: | Owners and 


A 





Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in- this interesting and practical book 
“New Styles in Shop Seating” 


“Gentlemen, I want to compliment you on your book 
“New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
breciation of our problems. Any man interested in 
attracting better trade and building prestige for his 
store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- 
ment, all explained in this free book. Simply use the 
coupon below. 


\ 
( 
{ 
{ 
i 
The “American” Free Service Plan 
| 
| 
( 


oe ee eee eee 











a 


“American” engineers and draftsmen are at your service 
to suggest new ideas in seating arrangements. In the 
past fifteen years thousands of shoe store owners have 
accepted this free service. And as a result American 
Interlocking Shoe Store Chairs are building profitable 
business daily. This service is yours for the asking. 
Fill in and mail the coupon today. 


No. 4081 








American Seating (Gmpany 
1060 Lytton Building Chicago, Illinois 


Branch Offices——New York: BR. 601-119 W. 40th St. 
Philadelphia: R. 708-1211 Chestnut St. 


>» +> (iu ie 
Vw a 
ys Aw. ae ‘ 








American Seating Company 

1060 Lytton Bidg., Chicage, tl. 

Gentlemen: Send me, without obligation, your helpful 32 Page Book, “New 
Styles in Shop Seating.” 

Name 

Address .... 

City 

Address aadliiat 











OE.STORE:: CHAIRS. x 


ars 
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YOU CAN LEAD 
but only good lighting 


will make him think 


shoe merchant appreciates the value of good light- 
ing to his business and is fully aware of the power 
of brightly lighted show windows to attract the passerby. 

We could very well base this conclusion on the quite 
logical theory that a successful merchant could have no 
other attitude, but a more forceful argument lies in the 
plain observation that leading shoe merchants are giving 
lighting its rightful position of importance in their 
merchandising scheme. 

The question might be asked here—“Then why go 
on?” If the readers of this magazine understand the 
pulling power of light, and are taking advantage of it, 
why say more? 

We reply with the statements that everyone knows the 
irresistible appeal that the candle-flame has for the 
moth, and the inevitable result. In the center of a park 
lagoon in Fort Wayne, Ind., an illuminated fountain 
has been constructed, and it is a very effective means 
of luring insects into watery extermination. You may 
have heard that in some states of the union it is a viola- 
tion of the game laws to fish in the night time by the 
means of a lamp, because the fish are attracted by light 
in such numbers as to imperil the supply of the lake or 
stream. 

But in spite of these commonly known proofs of light’s 
attracting power, there are still some merchants who 


|: is assumed from the start that every successful 


Some Light on the subject 
by PAUL V. WHITNEY 


of Curtis Lighting, Inc. 


There’s light 
enough here, 
but it doesn’! 
illuminate the 
shoes 





do not take the proper lesson from them in respect to 
the lighting of their show windows. The examples cited 
accentuate our main point that light has no equal as a 
power of attraction, but you will observe that in each 
case the medium of attraction was the LIGHT 
SOURCE, and the user was “selling’’ LIGHT. 

The shoe merchant, however, is selling shoes. Conse- 
quently, light’s pulling power is valuable to him only 
as a secondary source; that is to say, the visible light 
in his show window should be only that which falls on 
his display. The shoe merchant who hangs a brilliant 
fixture in his show window, or tolerates a row of ex- 
posed lamps, is defeating the very purpose he means to 
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A MAN TO 


,ccomplish by it. Instead of attracting the passerby’s 
ittention to a display of footwear, he is really call- 
ing his attention to so many foot-candles of “raw” 
light. Even though the passerby stops to look 
further, his view of the display is hampered by the 
intense glare from the exposed lamps, and as a 
result the merchandise does not have a fair oppor- 
tunity to exert its appeal. 

The writer and the company’s photographer re- 
cently set out for the purpose of obtaining photo- 
graphs of GOOD lighting. While cruising about 
ur eyes were met by a dazzling light hung in the 
exact center of a show window and completely sur- 
rounded by sharp 
shadows. There is 
plenty of light, but it 
fails to produce maxi- 
mum results because it is 
not distributed and ar- 
ranged effectively. 

You see quite a differ- 
ent condition in the win- 


This John Ward store, 
New York, is a con- 
spicuous example of 
very effective and 
practical lighting with 
a glareless and even 
diffusion over the 
merchandise displayed 
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WAT TAGE— 


dows of the John Ward Shoe Store, pictured at the 
bottom of the right hand page. 
sary to tell you the location of this store, as it has 


It is hardly neces- 
already become famous as one of the most 
ATTRACTIVE store fronts on Fifth Avenue, 
New York, and has been widely mentioned as an 
example of good window lighting. You will notice 
that the windows are by no means wanting in 
brilliancy, but that all the light is concentrated on 
The display is the attraction for 
the person passing on the sidewalk, not the light- 


the merchandise. 


ing equipment. 


[TURN TO PAGE 100, PLEASE] 















BUY as you SELL | 


And Avoid Frozen Capital in End Sizes 

The Recorder Stock and Daily Sales Record Helps 
You Do Just That! 

Insures Accuracy of Buying Judgment 





















‘ 
SS Black “If a $5 Gold Piece Falls Thru - 
a SHO! ~ Cloth a Crack in the Floor”—is the 
red imitation for keeping stock ds:— 
Ssrele ae SALE» leather back ashes oat 
ont cme, Supplied with each order for 
gold lettering the Stock Record System. 




























One hour a day keeps your records 

complete— 

Every sale and purchase recorded— 

Visible daily turnover and sales re- 

port—with monthly inventory of each 

stock number— 

Shoes on hand, on order, due, returns, 
| 















+3 ( ‘ORDE R & Binder— title of our instruction brochure | 
| 
: 
| 
| 






transfers in or out from branch 
stores— 













FOR GROUP OWNED STORES 


—the Stock Record System used in 
conjunction with the MASTER 
STOCK SHEET and the central office 
CONTROL FORM, also a COMPARI- 
SON FORM for sales of total pairs 
by seasons and years, gives the mer- 
chant-owner complete stock control 
with style and sale trend. These 
three forms are illustrated and are 
supplied 

50 Sheets—$3.00 

10 Sheets—$1.00 

(minimum order) 

Each fits the STOCK RECORD loose 
leaf binder. 











































Black Cloth Binder—11%4” x 13%” 
—100 Daily Sales and Stock Sheets, 
1 Comparison Form, with 4 Inventory 
Pads (or 2 Inventory Pads, 100 
Sheets, and 2 Buying Order Pads, 50 
Sheets) and 1000 Carton tickets with 


clips:— $Q.50 


West of Denver, $9.00 
Canada and Foreign, $9.50 


Above, not including 
CARTON TICKET S, $6.00 
West of Denver, $6.50 


(New Revised Fifth Edition) ~ Cenede and Fossign, $7.00 
De Luxe Flexible Binder with gold i pn Postage Prepaid—Check with order, please 


shield—illustrated above at top—supplied in place 
















































of Black Cloth Binder at $1.25 extra. z... tse tap 001 ont fer 1000. 


50c. per 
Clips sua plied when quantity ordered is 500 or mere. 









Postage prepaid—check with order, please. 
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In Stock 





These four beautiful num- $7) .85 


bers all priced at 


1700—Parchment Kid tongue pump trimmed 
with sun-tan kid stitched and perforated, 
with small buckle, 21/8 spike heel. 


1701—Same in 14/8 Cuban heel. 
1407—-Parchment kid tie with inlay of sun- 


tan kid, pinked and perforated, 14/8 
Cuban heel. 


1406—Same in 21/8 spike heel. 





1404—Parchment kid center buckle _ strap 
trimmed with sun-tan kid, 21/8 spike heel. 


1405—Same in 14/8 Cuban heel. 
1401—Parchment kid step-in with bow. Sad- 


dle and tip of sun-tan kid, 14/8 Cuban 
heel. 


1400—Same in 21/8 spike heel. 


and f and 
Sizes C 3%-9 Sizes 


TobegSaifer Shoe Co, 


1412 WASHINGTON AVE ST. LOUIS, MO. 
The DOMINANT /N- STOCK SHOE HOUSE 


Widths { B 4-8 ) Widths 
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WHY? Because you will want 


to hear his proposition 


before you buy... 


The 1930 “U.S.” proposition will mean real profit 


for you for these reasons... 


1 You will be able to add to your profits by concentrat- 


ing your buying and you can concentrate because . . . 


2 The “U.S.” line is a complete line. Keds — the leader 
in the field. Blue Ribbon Footwear — perfect fit, long 
wear, rubber footwear for everybody. And Gaytees — 
the tailored overshoes with Paris’s approval. 


3 In 1930 consistent widespread advertising will continue 
to increase the popularity that each “U.S.” line now 
enjoys. 


4F orty-four “U.S.” warehouses located at strategic points 
offer you the finest manufacturer-to-dealer service —the 


finest solution of your turnover problem. 


Do not place your order until the “U.S.” salesman 
can explain the full particulars of the “U.S.” propo- 
sition— particularly the part that Gaytees are going 
to play. 


United States Rubber Company 
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WHO? The “U.S.” Salesman 
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The Reason for Success 


From the report of J. J. Kaltenbrun, 
chairman, Educational Committee, Na- 
tional Shoe Travelers Association, at 
the annual convention in St. Louis, 
January 3 and 4. 


HERE are two sorts of persons 

who appear to know the answer 

—those who have made successes 
and who rarely talk about them—and 
those who are forever writing and 
talking about success but who, from 
their financial lack of standing, are 
evidently weak on practice, although 
clearly strong on theory. ; 

The writer makes no pretense of be- 
longing to the first class and he hopes 
that he is not listed among the second. 
Nevertheless, success is certainly what 
we are all shooting for and if an 
analysis of the subject can improve 
our aim, surely no one is going to 
question the desirability of the effort. 

What are the requisites of success? 
Suppose we list the factors usually 
considered—energy, good health, edu- 
cation, honesty and common sense. 
The first four are virtues or assets but 
surely they are not vital. There are 
many cases of true success where any 
or all of these four factors were miss- 
ing and yet there could be no question 
of the accomplishment. The last fac- 
tor is a different matter, however. 
Call it business ability, horse sense, 
common sense—they all mean the same 
thing. It is the ability to mould rela- 
tive success out of the tools and op- 
portunities which are given to the in- 
dividual. 

Some education is helpful, almost 
necessary; but education is not the 
factor which makes success. There 
are too many over-educated failures to 
dispute this. Now if common sense is 
so valuable, then really what is it? 

[TURN TO PAGE 89, PLEASE] 





T a meeting of the sales force of the 

Irving Drew organization held in 
St. Louis during the N. S. R. A. con- 
vention, it was unanimously decided 
that the Irving Drew Company will 
hold its first national Arch Rest Style 
Week in the Spring of 1930 beginning 
Monday, March 31. 

All the salesmen and the dealers with 
whom this matter has been discussed 
are enthusiastic about the prospects 
offered. The Drew Arch Rest line will 
offer new and attractive in stock styles 
for spring and the make-up line will 
feature style patterns appropriate for 
national Drew Arch Rest Style Week. 

Drew sales during the convention in 
St. Louis were very pleasing to the 
entire sales force, and the number of 
dealers visiting their exhibit was in- 
deed gratifying. 

The Drew plans for dealer work will 
this year be the largest in their history. 
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The TRAVELING 
SHOE SALESMAN 





NEWS 
of the 
ROAD 


HE annual 

meeting of the 
Philadelphia Shoe 
Travelers Associa- 
tion was held at 
the Hotel Adelphia 
in that city on 
Saturday, Jan. 18. 
The meeting was 
preceded by a very 
enjoyable luncheon 
presided over by 
Frank Fitzpatrick, 
chairman of the 
entertainment com- 
mittee, who intro- 
duced Ernest Burrill, who is directing 
the publicity campaign for the popular- 
ization of men’s shoes under the auspi- 
ces of the National Shoe Retailers As- 
sociation. He spoke of the importance 
of the shoe salesmen as a factor in the 
industry and gave an outline of the 
campaign now being conducted. 

“Cal” Mensch, secretary of the Mid- 
dle Atlantic Shoe Retailers Associa- 
tion, spoke briefly of what they hoped 
to accomplish and offered his cooper- 
ation in seeing that exhibitors at the 
convention would be well cared for. 

John McKeon, of Laird, Schober & 
Co., was the concluding speaker and 
his address was of a most inspiring 
character. He spoke of the present as 
a period of transition and said that 
industry is getting down to hard facts 
and a consequent appreciation of real 
values. 

At the annual meeting, presided over 
by Paul Lippincott, reports of the vari- 
ous committees were made and the 
general affairs of the Association, 
which is shown to be in a very prosper- 
ous condition, together with plans for 
augmenting membership, were taken 
up. The election, which closed the bus- 
iness of the meeting, resulted in the 
following officers for the present year: 
President, Frank Fitzpatrick; first 
vice-president, Frank I. Oberfield; sec- 
ond vice-president, Charles Scanlon; 
third vice-president, Sidney Harwood; 
secretary and treasurer, William J. 
Miller. 

New members of the Board of Gov- 
ernors are: H. M. Thomson, Paul S. 
Lippincott, George Zuroff. 


Ga GREGORY, for years a 
prominent and familiar figure in the 
shoe selling fraternity, has retired from 
active business and is now making his 
home at 1259 Adair Street, San 
Marino, Cal. Mr. Gregory writes that 
he is in excellent health and enjoying 
that beautiful country, and he says 
that any of his friends who may find it 
possible to visit him there will receive 
a very warm welcome. 








Frank Fitzpatrick 
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population of 500,000. 











How This Town Does Grow! 


EATTLE, in the State of Wash- 

ington, has a prosperous trading 
While she may 
not be regarded as a leading shoe mar- 


ket at present, economists see her as 


an unspoiled section of magnificent 
promise. In 1910 she had 42,000 popu- 
lation. In 1929 it had grown to an 
actual population of 383,000. In an- 
other decade, or even less, Seattle, 
with the growth that is bound to oc- 
cur, may acquire a style sense and a 
demand which will make her vie in 
the consumption of high grade shoes 
with such West Coast cities as Los 
Angeles and Pasadena. As a business 
town, she already is rated as one of 
the first six really “smart” cities of 
the United States. 

Estimated downtown sales of foot- 
wear total more than $6,000,000 an- 
nually. Seven per cent of the pairage 
is above $10 and seventy per cent is 
below $6. About 23 per cent retail 
from $6 to $10. 

This condition is said to be due to 
a number of natural causes. Among 
them are the long rainy season and 
the almost universal preference for 
heavy, long-wearing grain leather 
shoes by men, women and children go- 
ing on outings in old shoes and cloth- 
ing at every available opportunity. 





Cr of the pleasing features of 
the recent convention of the Na- 
tional Shoe Travelers Association, in 
St. Louis, was the presentation to 
Dave Davis, of Chicago, of a full- 
jeweled platinum cased Hamilton 
watch, suitably engraved, in recogni- 
tion of the unselfish and untiring ser- 
vice which Mr. Davis has rendered the 
association over a period of fifteen 
years as its treasurer. 

The presentation was made by Frank 
Fitzpatrick, representing Philadelphia, 
but speaking in this instance for all 
of the local associations. With ready 
wit and at the same time with words 
that stirred the emotions of his hear- 
ers, Mr. Fitzpatrick handled the situ- 
ation admirably and Mr. Davis rose 
to the occasion quite as ably in his 
acknowledgment. 

Just to show that the presentation 
of this handsome testimonial was much 
more than a gesture on their part, the 
travelers followed it up the following 
day with further evidence of their con- 
fidence in Mr. Davis, by electing him 
once more to serve as guardian of the 
association’s exchequer for the com- 
ing year. In both instances this loyal 
worker for the welfare of the travel- 
ing fraternity received an _ ovation 


from the members. 
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A L. GIBSON 
* has been 
transferred to the 
Oklahoma territory 
for the Chapline- 
Mayer Shoe Co., 
of Milwaukee. This 
reassignment is in 


coming” 
Gibson, who trav- 
eled this section 
some years ago, 
and with his in- 
nate faculty of 
making friends as 
well as customers, he is kindly remem- 
bered for those qualities which make 
him the popular progressive, produc- 
tive salesman who builds business be- 
cause he shows the retail merchant 
the shortest route to a re-sale. 


A. L. Gibson 





A NUMBER of new names appear on 
the roster of salesmen of the Blum 
Shoe Mfg. Co. of Dansville, N. Y., 
this season. The salesmen will leave 
for their territories about January 25. 

E. R. Holland, who will cover Mis- 
souri and Arkansas, will have head- 
quarters at 6174 Westminster Place, 
St. Louis. 

Charles F. Knauft, who will cover 
Minnesota, is a slipper man who has 
been with the Foote-Schultz Co. for 
many years and will have headquarters 
at 246 Cathedral Place, St. Paul, Minn. 

George J. Robertson of Los Angeles, 
who will cover Oregon and Washington, 
has headquarters at Portland, Ore. 

Robert Sulanka of Chicago, will cover 
Indiana and Illinois outside the city 
of Chicago. Mr. Sulanka has been 
with the Cozy Comfort Shoe Co. for 
some time. 

William H. Waddington of Syracuse, 
who has headquarters at 1508 Bellevue 
Avenue, in that city, will cover North 
and South Dakota, Montana, Kansas 
and Nebraska. Mr. Waddington was 
previously with the Footwear Guild 
and the Endicott-Johnson Corp. 

.The other salesmen and their ter- 
ritories are as follows: Norman Ander- 
son, Buffalo and Western New York; 
Frank J. Foote, Pennsylvania; S. Ha- 
ber, Texas and Oklahoma; Paul J. 
Huver, case buyers; E. P. Johnson, 
Iowa; Ira P. Krebs, Florida, Georgia, 
Alabama; W. Z. Lee, Tennessee, Mis- 
sissippi, Louisiana; W. L. McKeown, 
Virginia, North and South Carolina; 
Fred Reynolds, Wisconsin, Upper 
Michigan; Harry Salinger, Nevada, 
Utah, Colorado, Arizona, New Mexico; 
Henry C. Taylor, Chicago and vicinity; 
John Van Buren, lower Michigan; Ar- 
thur H. Weiss, New York City and New 
Jersey; Raymond J. Wolf, Ohio; 
George Hart, Kentucky and West Vir- 
ginia. 





wawese HERTZOG, of 5162 Page 
Boulevard, St. Louis, is the res- 
ident representative of the Comfort 
Sandal Manufacturing Company, of 
Long Island City, N. Y., in that ter- 
ritory. Mr. Hertzog has a wide ac- 
quaintance and many warm friends 
throughout the trade. He has trav- 
eled in southern territory for many 
years. 
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THE following resolution was in- 
itiated and unanimously adopted by 
the Geo. D. Witt Shoe Company sales- 
men at their semi-annual convention in 
Lynchburg, January Ist, 1930: 

“It means a great deal to us to be a 
part of your organization. You have 
lived and taught the practical applica- 
tion of the Golden Rule; that a man is 
a man rather than a piece of machin- 
ery; that under you we have the op- 
portunity of self-determination, self- 
expression and self-development; that 
our personal and business contacts with 
you have given us inspiration to do 
even better than we knew how. 

“For these reasons we christen 1930 
John W. Craddock Year and dedicate 
to you the best that’s in us—that which 
you have inspired us to be—so that 





John W. Craddock 


this, your forty-third year as head of 
the business, will be the most gratify- 
ing, happiest and sweetest year of your 
career.” 

The resolution bears the signatures 
of the following salesman: Hunter G. 
Smith, R. T. Coburn, J. I. Gilliam, Jno. 
W. Elmore, J. M. Richmond, W. C. 
Wells, A. K. Stevens, N. O. Osborne, 
R. H. Purdom, F. M. Morgan, S. M. 
Thompson, J. C. Noel, L. W. Bibb, R. 
H. Anderson, S. E. Shaner, Jas. P. 
Evans, W. A. Grant, C. E. Ballenger, 
Geo. W. Ragland, J. L. Lawless, E. W. 
Adams, Geo. W. Morgan, B. W. Perry, 
A. G. Bass, M. W. White, W. M. Os- 
borne, C. B. Atwill, T. E. Craddock, 
Geo. T. Adams, H. N. Coleman, J. F. 
West, Dexter Otey, T. J. Ligon, R. F. 
Carr, J. J. Thigpen, Geo. W. Cox, W. 
L. Justi, F. E. Tatum, D. M. Watt, 
Porter Long, F. E. Franklin, J. F. 
Rose, J. Milton Boze, Ben Kohler, J. V. 
Adams, W. A. Phelps, R. G. Wood, 
Chas. B. Easley. 


OMER WEBSTER, Pacific Coast 

representative for Atkinson Shoe 
Corporation of Boston, was badly in- 
jured when his car skidded en route to 
Los Angeles from San Francisco, Jan. 
8. For a time his life was despaired 
but it is believed now that he will live. 
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F. TRITCH- 
*LER now 
represents the 
Chapline - Mayer 
Shoe Company of 
Milwaukee in 
North and South 
Dakota and East- 
ern Montana. 

Mr. Tritchler 
has been with the 
organization for 
several years and 
is more pleased 
with his new pro- 
position than ever 
before. He is very optimistic over the 
outlook for 1930 and he is getting over 
the ground as fast as he can to see all 
his good customers and friends. 





: 


Ww. F. Tritchler 





HE new line of women’s arch sup- 
4 port shoes being marketed by the 
En-Joie Shoe Co., Endicott, N. Y., is 
being sold by E. E. Hessler in_Chi- 
cago and northern Illinois. Mr. Hess- 
ler is one of the most active and widely 
known salesmen in the Chicago dis- 
trict. He returned last week from a 
visit at the eastern headquarters of 
his company. The company’s Chicago 
salesroom is at 34 South Wells Street, 
where samples are always spread. 





The Reason for Success 
(CONTINUED FROM PAGE 87) 


Its name is a misnomer, probably 
given because of its rarity. It seems 
to the writer that it is merely our old 
friend Analysis applied in a broader 
fashion, and a different problem which 
is faced. 

Analysis for which one man may 
require a drawing board and a slide 
rule, while another may accomplish 
the same result under his hat. 

If most of us will look back at the 
mistakes we have made, we will dis- 
cover that we could usually have fore- 
seen and evaded them if we had made 
a real study. We all face many op- 
portunities. Some are good, some 
bad. Those of us who succeed most, 
are able to sort the good from the 
bad before we risk our time or our 
money. This analysis of opportuni- 
ties is just as true of our jobs, our 
health, our home conditions as it is of 
investments, business risks or business 
detail. 

Men differ in their manner of 
thought. One type arrives at a deci- 
sion by a laborious process of slow 
analysis and thinking, another goes 
through this process almost instanta- 
neously and quite frequently without 
conscious knowledge that a process of 
thought has been used. So long as 
each considers the determining fac- 
tors, the answer is the same and suc- 
cess usually results. The trouble with 
the failure is largely that he works 
on “hunches” or is guided by a “tip” 
or flounders about without analyzing 
his problem and takes the course that 
circumstances steer him into. 

This article started out as a discus- 
sion of the reason for success. It has 
ended as a definition of common sense. 
It is submitted, however, that the two 
are synonymous. 

From the report of J. J. Kalten- 
brun, chairman, Educational Commit- 
tee, National Shoe Travelers Associa- 
tion, at the annual convention in St. 
Louis, January 3 and 4. 






TYLE variety alone does not make a slipper sec- 

tion profitable. A limited range of styles with 

a wide range of appeal—plus quality and price that 

need no apology. Build around these fundamentals 
and profits are certain. 


The Best-Ever line is designed for the merchant 
whose policy is to supply the needs of ninety-nine 
out of every hundred customers—but isn’t willing to 
carry a big slow moving stock just to meet the whim 
of the hundredth. 


Big slipper profits in 1930 will be no problem if 
you sell Best-Evers. The coupon below or a note 
will bring full details and evidence. 


Best-Ever Slipper Co., 75 Front St., Brooklyn, N. Y. 


You may send me a copy of the new Best-Ever catalog. 


A Typical Best-Ever Display 
that pays big dividends 





BEST-EVER SLIPPER CO., Inc. 


Main Factory and General Offices: 
75 Front St., Brooklyn, N. Y. 


Turn-Sole Factory. .9 West 20th Street, New York, N. Y. 
New York Display Room..Room 643, Marbridge Building 
Chicago Sales Office............. 207 South State Street 
Export Department....100 Gold Street, New York, N. Y. 
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German People 
Favor Shoes 
from America 


Trade Commissioner Reports 
Substantial Market Exists 


WASHINGTON, D. C. (UTPS)— Sub- 
stantial demand in Germany for Amer- 
ican shoes to retail there at $4 to $5 
a pair is reported to the Department 
of Commerce by A. Douglass Cook, 
United States Assistant Trade Com- 
missioner stationed at Berlin. 

Higher priced American shoes also 
are in high favor with the German 
people, who entertain a strong regard 
for American footwear, Commissioner 
Cook adds, and retail stores handling 
American shoes appeal to the buying 
public’s good taste in this respect by 
prominently displaying their American 
lines in their shop windows. 

Following the style trend in the 
United States, the German people have 
turned to the broad toe in men’s shoes 
and this “American fashion” now is 
featured by various German shoe man- 
ufacturers. 

In considering the situation, the de- 
partment has found a consensus of 
opinion that greater value can be ob- 
tained from German made men’s shoes 
priced under $4.50 factory than can be 
obtained from American made men’s 
shoes in the same price range, and that 
a comparison of shoes priced over 
$4.50 factory reacts in favor of Amer- 
ican shoes. 

The first part of this hypothesis, the 
department avers, has been refuted by 
experts in the trade, who state that 
highly specialized American lines can 
compete here on a price basis under the 
present tariff conditions. 

Other factors favoring the sale of 
American footwear in Germany are 
the supposition that imported shoes 
are better than the domestic product, 
and the pride the purchaser takes in 
informing his friends “how comfort- 
able” his new pair of American shoes 
have proved to be. 

American shoes imported into Ger- 
many, says Mr. Cook, are usually of 


a more distinctive style than the Ger- 
man-made product. 
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Leather Education to Continue 





Work of American Leather Producers to Be More Closely 
Coordinated with That of Tanners’ Council 


New YorkK—American Leather Pro- 
ducers, Inc., an association of tanners 
organized some years ago to acquaint 
the public with the merits of American 
leather, is now located at 41 Park Row, 
New York, from which headquarters it 
will continue the educational, publicity 
and promotional activities which it has 
carried on in behalf of the entire 
leather industry. The work of the as- 
sociation will henceforth be more closely 
coordinated with that of the Tanners’ 
Council of America, and will form a 
general background for the publicity 
activities of groups and individuals 
within the industry. 

Supervision of American Leather 
Producers, Inc. activities will be in the 








Shoe Store Distributes 
Cash Bonuses Among 
Salespeople 


PATERSON, N. J. (UTPS)—Max 
Bodner, proprietor of the Sten- 
chever Shoe Store at 90 Main 
Street, and of 743 Main Avenue, 
Passaic, has announced that 
$1,000 in cash has been dis- 

_ tributed among his employees as 
bonuses for the year. The amount 
of each bonus was determined by 
the length cf service given by the 
employees. 

In addition to this bonus for 
Christmas, the employees had a 
celebration in the store New 
Year’s Eve where a big banquet 
had been arranged by Mr. Bodner 
for all of the men and their wives 
to usher in the New Year as well 
as to reward the members of his 
staff for their willing cooperation 
and hard work during the reopen- 
ing of his new and enlarged store, 
which now covers an area about 
three times as large as the store 
located at the Main Street ad- 
dress did until the 1st of Novem- 
ber. The new building which Mr. 
Bodner erected cost him $200,000. 
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hands of a committee appointed by 
President Fraser M. Moffat of the 
Tanners’ Council of America, under in- 
structions from the executive commit- 
tee of that organization, this committee 
being made up of members of the old 
Board of American Leather Producers, 
Inc. and of members of the Tanners’ 
Council not previously associated with 
the American Leather Producers, Inc. 
organization. The makeup of the com- 
mittee assures the desired closer com- 
munity of interest, the members being 
Fritz H. Small of the Graton & Knight 
Company, Worcester, Mass., chairman; 
W. H. Barrett of Barrett & Co., New- 
ark, N. J.; Robert E. Binger of New 
Castle Leather Co., New York; George 
H. Mealley of Ohio Leather Co., Phila- 
delphia; and Louis J. Robertson 
of Robertson Leather Co., New York. 

A budget and program for the ensu- 
ing year have been prepared and ap- 
proved, and Daniel Hickey, a member 
of the staff of American Leather Pro- 
ducers, Inc., for the past year, who is 
thoroughly familiar with its activities, 
will be in charge. The educational 
program, which has been a prominent 
feature of the publicity work of Amer- 
ican Leather Producers, Inc., will be 
continued. The motion picture, “The 
Story of Leather,” which already has 
been shown to more than two million 
people, will be kept in circulation, and 
several of the films are available at 
American Leather Producers, Inc. head- 
quarters for showing at trade gather- 
ings, in schools, meeting of civic and 
fraternal organizations, at department 
store meetings, etc. 

Booklets descriptive of tanning proc- 
esses and of finished leathers, of partic- 
ular value because thoroughly author- 
itative, the information in them com- 
ing from the manufacturers them- 
selves, will continue to be available for 
educational purposes. Such booklets 
are, “The Romance of Leather and Its 
Importance to Mankind,” of which 
more than one million copies already 
have been distributed, and the new 
manual, “American Leathers,” an at- 
tractive illustrated leather-bound book 
describing all types of leather. 









ANOTHER 
PACE-SETTER 


Made by a patented process that Just another evidence of that 
assures the most perfect repro- dd A leadership you should always ex- 
duction ever accomplished. pect from ESSEX. 


Impossible to describe it—It 
—_ be seen—preferably in the 
shoe. 


ESSEX TANNING CO., Inc. 
PEABODY, MASS.. 


CHROME - CALFSKIN 
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Harmonious and Artistic 











A window display by Stewart & Company, New York, that illustrates 
how a beautiful effect may be obtained with a relatively simple and not 
too expensive treatment 








Canadian Production Shows 
Sharp Decline 


MONTREAL—F ollowing is the report 
of the Dominion Bureau of Statistics on 
the production of boots and shoes in 
Canada in November. 

Production.—The output of the fac- 
tories for the month of November 
shows a decided falling—off from the 
preceding month, and is the second low- 
est recorded so far for any month of 
the year 1929. The total output for 
November amounted to 1,473,741 pairs, 
a decrease from the preceding month 
of 462,631 pairs and a decrease from 
the month of November, 1928, of 81,726 
pairs. 

Cumulative Production.—The total 
production of footwear for the 11 
months ended November 30, 1929, was 
18,230,074 pairs, or an average per 
month of 1,657,279 pairs, compared 
with a total of 18,744,787 pairs and an 
average per month of 1,704,072 pairs 
for the corresponding period of 1928. 

Imports and Exports.—The imports 
of footwear of all kinds (except rub- 
ber) in November, 1929, also shows 
considerable decrease from the preced- 
ing month and from the month of 
November, 1928. The total quantity 
imported was 152,359 pairs, compared 
with 217,143 pairs in October and 173,- 
829 pairs in November, 1928. Accord- 
ing to quantity the United Kingdom 
is the principal country of origin for 
Canada’s imports of footwear (except 
rubber), but according to value, the 
United States is the chief source. 

This is due to the fact that over 
half of the footwear imported from 
the United Kingdom is classified as 
footwear with felt uppers, and this is 
lower in value than the footwear with 
leather uppers which is the chief part 
of the imports from the United States. 
The quantity of Canadian made leather 
footwear exported in November 
amounted to 5063 pairs, compared with 
10,101 pairs in October and 15,774 
pairs in November 1928. Over half of 
the quantity exported in November, 
1929, went to the United States. 
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Leading Markets to Show 
Lines at Minneapolis 


Minneapolis, Minn. (UTPS)— 
Checking over the space reserva- 
tions in the Nicollet Hotel for 
the convention of the Northwest- 
ern Shoe Retailers Regional or- 
ganization, Secretary H. S. Mc- 
Intyre discovered that every im- 
portant shoe manufacturing cen- 
ter in the United States is repre- 
sented. The convention is Janu- 
ary 27-29. Many firms are on the 
floors in the hotel that never 
have before made exhibits. More 
reservations are registered today 
than have been sold at the same 
time ahead of the convention in 
the last two years. 

Indications are fine for a good 
attendance, says Mr. McIntyre, 
probably ahead of the last two 
years in Minneapolis and Des 
Moines. The paid-up member- 
ship for 1930 on this day is 
double that in any previous year 
at this date. 











Ohio Convention Plans 
Outlined 


Co.umBus, OHIO (UTPS—In a let- 
ter, ostensibly written by “John Mar- 
tin” of “Martinsboro,” Ohio, to Sec- 
retary C. E. Dittmer of the Ohio Val- 
ley Retail Shoe Dealers Association, 
the program for the coming conven- 
tion of the Ohio Valley Association, 
scheduled to be held at the Deshler- 
Wallick Hotel, Columbus, Feb. 24 and 
25, is outlined. 

This unique method of bringing to 
the attention of the members of the 
association located in Ohio, West Vir- 
ginia and Kentucky, the main points 
in the program, which will be built 
around Frank Stockdale, head of the 
store management department, has re- 
— much commendation from mem- 
ers. 
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Don’t Lose Sales 


for lack of sizes 






Twelve popular styles 
in stock all year round. 






Genuine 


Goodyear 























-_ 
Style No. 110—Patent. 


3/5 Spartan — a Soles, C, D, 





Toe—Leather Wedge Heel 
sure  apamen a Gost Soles, B, C, 






0 
Leather Box Toe—Leather Wedge yes. 
8%/11%, Oak owe Soles, B, C, 


Leather Box Toes thubber Goring Heel 
Style No. 112—Log Cabin Elk. 
a Sizes only, B, c, D, Oak 
Bend Sole, $2.40 




















Style 122—Patent—Center Buckle Strap 
5%/8 B, C, D Wedge Leather Heel. 
% B, C, D Spring Rubber Heel. 
12/2 A, B, C, D 6%/8 Leather Heel, 
Leather Top. 





























THE JUVENILE SHOE CORPORATION 


AURORA 
Makers of famous National Park Hiking 


Boots; 











Style No. 100—Patent. 

Style No. 101— White Elk, White 
Welting. 

Style No. 102—Log Cabin Elk. 

Style No. 103—Light Smoke Elk. 






3/5, Spartan eit aoe Soles, C, D 





Soft Toe—Leather Wedge Heel. 
5%/8, Spartan Gold Spot Soles, B, 
C, D,_ $3.1 


Leather Box Toe—Leather Wedge as 
8%/11%, Oak Bend Soles, B, D, 










Leather Box Toc——Rubber Spring 
Heel. 
All runs; Sole Leather Counters; 






Red-line-in Linings on high shoes. 
Kid Quarter Linings all low shoes. 


Terms 5% 10 Days 











OF AMERICA 
MISSOURI 





Sportwalks — smart light 
welts for College girls. 


weight 











, a 
an oe Wire 


Mo. 1315 


Means extra-pair business—in the South immedi- 
ately, in the North, after Easter—because it ties 
in with a colour range that is important in milli- 


nery and printed frocks. 


The Mew Crstle ints ok ia 1er Q2,. Goa. 


Cheeaples by request to Sewn 1702 - 100 Gold rect, (New York 
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Effective Simplicity 








A January display by Franklin Simon, New York, that focuses atten- 
tion on the shoes and contains nothing to distract the eye or confuse 
the interest 








Harry Joyce Now Sole Owner 


SAN BERNARDINO, CAL. — Planning 
further to popularize the business 
throughout. the San Bernardino valley, 
Harry J. Joyce has purchased the in- 
terest of O. O. Farris in the Farris 
& Joyce shoe store at 381 E. Street and 
will operate the establishment as Joyce’s 
shoe store. 

Mr. Farris is retiring from the busi- 
ness to make his home in Chino where 
he owns a walnut grove, it was an- 
nounced. Before moving to Chino, 
where he will erect a new home, he will 
make an extended tour through the 
North, spending some time in Canada. 

The business of which Mr. Joyce now 
assumes complete control was _ estab- 
lished in its present location five years 
ago and during the half-decade of its 
existence has experienced steady 
growth. Increase of the patronage ne- 
cessitated addition of a room at the 
rear of the original store, where the 
completely stocked men’s department 
was allocated. 

Mr. Joyce came to San Bernadino 
irom Santa Ana, where he was man- 
ager of Walker’s bootery, owned by a 
former San Bernardino man, C. : 
Walker. Prior to that time Mr. Joyce 
and Mr. Farris were employed in the 
same establishment in Los Angeles. 


Harry Donnelly Back in 
Business 


MINNEAPOLIS, MINN. (UTPS) — 
Harry Donnelly is returning to the 
shoe game after a respite due to ill- 
ness. About January 20, he is to open 
in the shoe store recently left by the 
closing of the Narro-Heel occupancy 
by La Cost & Schwedler of Chicago at 
45 Ninth Street S. He will carry the 
Wilbur Coon Shoe, which has been re- 
tailed by the D. & O. Store, which is 
closing out. Mr. Donnelly has been 
in the business here about 15 years. 
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Buffalo Bill 
Boot Idea Was 
Sales Builder 


ATLANTA, GA. (UTPS)—Here’s an 
idea—and a bit of direct-mail adver- 
tising—that sold more than fifty pairs 
of boots for the shoe department of the 
George Muse Clothing Co., in Atlanta, 
this Christmas season. 

Upon learning that Buffalo Bill and 
other Indian scouts turned the leather 
for the boots wrong side out, thereby 
giving a boot that was extremely tough 
on the outside yet smooth on the inside, 
the store made arrangements with the 
Bona Allen Co. at Buford, Ga., to se- 
cure fifty pairs made in this manner 
for boys. 

It named the boots the “Buffalo Bill 
Boot for Boys,” and advertised it di- 
rectly to the boys by this bit of direct- 
mail copy. 

The boots were made in sizes 2 to 6, 
each with a knife pocket and pocket- 
knife included, and were priced at a 
uniform price of $6 per pair. The 
shoes were timed to appear just before 
Christmas and, needless to say, they 
were the hit of the season in Atlanta, 
the entire first order of fifty pairs be- 
ing soon sold out. 

The shoes ordered were all gone two 
days before Christmas, and the store 
had to resort to special orders from the 
Bona Allen plant to meet the demand. 


Harry Gibson Buyer for 
City of Paris 

SAN FRANCISCO, CAL. (UTPS)— 
Starting February 1, the City of Paris, 
San Francisco, is to have its own shoe 
department, heretofore operated as a 
concession. Harry Gibson has been ap- 
pointed buyer. 
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Weer straight 
Shoes 


Reg. U. 8. Pat. Off. 


This 


Police Shoe 


Is Built to Support All 
Arches of the Foot— 


Longitudinal Arch 


both inner and outer Longitudinal Arch 
are supported by a broad corrugated 
steel shank, giving unusual comfort. 


Metatarsal Arch 


is supported by a solid leather insole 
shaped to the bottom of the foot. It 
cannot break down, so the shoe does not 
lose its shape and run over if correctly 
fitted to the width of the foot. 


Genuine BARBOUR 
STORMWELT 


—an essential feature to a shoe that is 
to be worn in all kinds of weather. 


Insulated 


Chemically treated hair felt between out- 
sole and insole, insulation against damp- 
ness and cold. 


Soles 


Strictly fine 10 iron outsole and 7 iron 
middle sole. 


Leather 
heavy calf specially tanned to our speci- 


fications for service. 
10 DS Blk. (Cif. Genuine BARBOUR 
STORMWELT $4.85 
11 DS Blk. Cif. Same as above 
with long ctr. 
777 DS Blk. Evans Heavy Kid 


666 DS Bik. Rueping’s Heavy Calf ry 80 


Terms: 2% 20 days—30 days net. 


MUSEBECK 
DANVILLE, ILLINOIS 
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New Lasts New Patterns 


SNUG-ARCH 


Goodyear Welts 

Black Kid 

Brown Kid 

Patent Leather 

Samples Sent Prepaid 

Sizes 3/9, Widths D to EEE 
Price $2.85 
Stouts $2.95 


POWELL & CAMPBELL 
122 DUANE STRRET ESTABLISHED 1879 





Featuring Another Winner 
2 to Retail at $2.95 


The Lucille Theo Tie 


In Patent Leather, 
Parchment Kid, 


White Washable Kid. 


with 21/8 full breasted heels 
14/8 Cuban heels 
10/8 College heels. 

Sold in 18 and 36 pair lots only. 


DRYZER & ROSENBERG, Inc. 


131 Duane Street “Shoes under Market Prices” 
Headquarters for Mail Order Houses, Department Stores and Bargain Basements 


iN. 








tHe NEW) 


‘Findings Are 
Trade and 


W ITH the merchant racking his brains 
to increase volume and sales (and 
hence profits), to keep old customers and 
attract new cus- 
tomers, Comes 
this unusual s0- 
lution of a great 

retail problem. 


An investment of 
$200 or less is 
able to purchase 
a complete line 
of findings. The 
usual mark-up is 
about 100%. Just 
imagine the vol- 
ume and profits on this small original in- 
vestment, with a turnover of 20 to 25 times 


MAURICE BLOG 








A Good Start 


for the 


New Year 


Black Patent, black lizard trim. 
Stroller tan kid, Suntan kid trim. 
20/8 Spike, 14/8 Cuban, 14/8 
Junior, 10/8 College heels. 


B. FRIEDMAN SHOE CO.,, Inc. 
109 READE STREET ESTABLISHED 1880 








SMARTEST KID 
SLIPPERS 
YOU’VE EVER 
SEEN OR SOLD! 








Pump and D’Orsay styles in complete color 
range, including pastel shades in blue, pink, 
gold, orchid, nile green. Handsomely lined 
with serviceable sateen, rayon, satin, or kid. 
Spring heels and Cuban heels, covered or 
Duco’ed. To retail at $2, $3 and $4, at 
generous profits. 


GOLO SLIPPER COMPANY 
129 Duane Street New York 











MONTE CARLO SANDALS 


Reg. U. 8S. Pat. Office 


IN STOCK 


No. 1032—Imported Natural Tan 


No. 1041—Black and White Depertes 
Woven Sandal with Dark blue trim Sandal Mackay Construction. Also 
moulded sole. Also with Green trim- All White, tan with white trim, A. 
ming, red trimming, brown trimming with brown trim, natural with brown 
and white trimming. Sizes 3 to 8. trim. Sizes 3 to 8. Price $3 


Priee $2.25. 
BLEECKER SHOE CO., Inc. 138-140 Duane St. 
Philadelphia, 17 No. 4th St. 


Boston, 216 Essex St. 





“Queen of all operas” 

Due to greatly increased volume, 
we are now offering the Original 
“Dancette”’ Pump at $3.25, in patent 
leather, black satin and Kaffor kid. 

Widths Sizes 

AA to C 2% to 8 
“Imitation is the sincerest form of flattery’ 


‘Duane_Shoe © Q@mpany,“soergsree! 


Our Line on Display at Ritz-Carlton Hotel, Boston, Jan. 18, 14, 15. 
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Keeping” 
Profit 


ayear. There are no losses due to changing 
styles, and the demand is active—twelve 
months every year. 


That many merchants are cognizant of this 
splendid profit opportunity is realized by 
the importance and position of the Blog 
Shoe Finding Company in the shoe trade. 
Occupying:the entire building of 147 
Duane Street, the firm is still maintaining 
its policy begun by Mr. Blog in April, 
1906, a policy devoted to the merchandising 
welfare of shoe merchants. 


To quote Mr. Blog. “It is indeed with 
much pleasure that I think of the many 
merchants whose shoe finding departments 
were started with our help and guidance 
and which now net them a very substantial 
profit.” 


Imported Czecho 





Sandals 
eS WD WUD TIN, 5 ocwcc popevcescccesccevescessoes $2.25 
976—Natural with white trim........ccccccccccccccccccccccuce 2.25 
rn Uy CE UUs 6 6. cnnoc0000060ee0cccsedececeseces 2.35 


978S—All white 
In Stock 


J. WEISS SHOE CoO. 


137 DUANE STREET NEW YORK CITY 






KUMARK 
A M A R wth c. nt 












a NEW WINNER! 


5357—Patent with gunmetal patent 
underlay, 22/8 spike heel. 
5358—Same in 15/8 military heel. 
5359—Kaffor kid with patent under- 
lay, 22/8 spike heel. 
5360—Same in 15/8 military heel. 


5361—Marron kid with beige under- 
lay, 22/8 spike heel. 
5362—Same in 15/8 military heel. 


O width—Sizes 3 to 8 


$2.85 


LF 
CRESCENT SHOE CO. 
159 DUANE STREET ’ Y NEW YORK 
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= TWO BLUE RIBBON 
~ NUMBERS FOR SPRING /, 


$2.25 Less 5% in case lots. 








600—Patent leather, one-eyelet tie, gun- 
metal trimming. 
Same in brown kid with mar- 
ron trimming. 


gunmetal trimming. 

Same in marron kid, lizard trim. 

Same in blond kid with trim- 

ming to match. 

High and_ Baby. High, Baby and Cuban. 
Get Aboard With These Two Winners 


LEVEY BROTHERS SHOE CO. 


145 DUANE STREET 


422 _Patent leather, two-eyelet oxford | 





PYTHONS 
PYTHONS AND MORE 
PYTHONS, 


IN STOCK 
No. 6099—Black kid, center buckle, 
genuine python trim on vamp and 


quarter silver kid piping. 20/8 
Sp. heel tumM....cccccccvces $5.00 


No. 7005—Green kid as above. .$5.00 
AA to C in stock 


SAK HOE ¢( 
Md: Saka se CORP 


Immediate Delivery Only | 


Imported 
Braided Sandals 


\ 
% $2.10 


WTI pair 


esZ Dr in 12-pair lots. Colors 
5S, ; IN vune “a's = 
i 
BLOG SHOE COMPANY, Inc. 















147 DUANE STREET 





Goodyear Welt Sport Oxfords 
Duflex Soles and Heels 

A to C—3 to 8 

In Stock at $3.25 


#0700 Smoke Elk, Tan 
Calf Trim 


$0703 Tan Calf, 
Lizard Trim 


wy $0705 White Elk, White 


rim 


Tan 


£0706 White Elk, Blk. 
Calf Trim 














116 Duane Street 
New York City 


CONCORD SHOE CO., Inc. 















66 hs ee 6 ere 


WHERE TO BUY 
Men’s Shoes 


a a ll he i 


BE, 


M. A. PACKARDCO., 
BROCKTON 








NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., .U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 




















mowesT ALL 


87 STYLES IN STOCK 


EMERSON SHOE MFG. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


Dero 


KUMFORT-ARCH SHOE 


cavevay Wy ne 


ADE 
EMERSON SHOE 
POC RLANO, MASE 


co. 











STEADY PROFITABLE 
WANTED SELL- 





BION F-REYNOLDS CO™ BROCKTON MASS 


New Footwear 
Department in 


Chaffee Store 


EveRETT, WaSH.—In the eight years 
of its existence, Chaffee’s, women’s ap- 
parel shop of Everett, has become 
synonymous with the correct in style. 
So profound an impression has this 
created that when it was announced 
several months ago that shoes were 
to be added to round out the complete 
women’s apparel service, there was an 
immediate acceptance by Everett 
women and children. 

Balcony space, the length of one 
side, was set apart for the shoe de- 
partment. Small, to be sure, yet com- 
pact. A minimum of space, where one 
can almost reach the open stocks from 
the fitting benches, and yet what a re- 
markable volume of business has been 
done. All waste motion has been 
eliminated. This saves time on every 
individual transaction and _ permits 
handling an unusually large volume of 
business. 

The floor is carpeted. Shelves are 
stocked with green boxes bearing the 
name “Chaffee’s.” Shelves are done 
in ivory. Chairs have been placed 
with their backs against the balcony 
rail, facing .to-vard the stock cases. 
They are comfortably upholstered. At- 
tractive trims have been arranged 
atop the stock cases, using ornamental 
fixtures, velvet drapes, etc. Hosiery 
department is adjoining. 

George W. Gebert, the “man at the 
helm,” is largely responsible for the 
instant and outstanding success of the 
new Chaffee department. Mr. Gebert 
has been in the shoe retailing business 
in Everett for the past fifteen years, 
working for the major portion of this 
time at the Home Shoe Store, followed 
by his position on the staff of Bar- 
ber’s Bootery. 

In reference to the way in which 
Everett women took this newest ad- 
dition to Chaffee’s, Mr. Gebert said: 

“Probably the fundamental reasons 
are, the ability to select styles with 
an eye towards beauty rather than 
loud or gaudy patterns, consistent ad- 
vertising, the changing of windows at 
least every other day, and, primarily, 
the correct fitting of customer’s feet 
so that they know if you say it is 
right, IT IS RIGHT! Always bear in 
mind that it is not just the sale for 
the time being, but the building up of 
good will, causing the customer to re- 
turn with the desire to buy here rather 
than elsewhere, knowing that if it 
comes from Chaffee’s Shoe Depart- 
ment, it is the correct shoe.” 


U. S. M. C. to Occupy New 
Building Next Month 


BostoN—On and after Feb. 3, the 
general offices of the United Shoe Ma- 
chinery Corporation will be located in 
the company’s new building at 140 
Federal Street, Boston. 

An invitation has been extended to. 
customers, stockholders, lessees and 
friends who desire to inspect the new 
executive offices to visit the same on 
Wednesday, Feb. 19, or any day there- 
after, when they will be cordially wel- 
comed. 


Jack Atkinson to Represent 
Bata Shoe Co. 


Boston—Jack. Atkinson of the Atkin- 
son Shoe Corporation, Boston, has been 
appointed American representative for 
the Bata Shoe Co. of Czechoslovakia. 
The Bata Co. shipped over a half mil- 
lion pairs into America in 1929 and 
will increase considerably this season. 


Death of Charles A. McLean 


CuHicaGo—Shoemen everywhere will 
sincerely mourn the death, January 5, 
of Charles A. McLean of Chicago, who 
for 35 years was identified with the J. 
P. Smith Shoe Co. 

“Mac,” as he was endearingly known 
to literally thousands of shoe buyers. 
salesmen and merchants in _ allied 
lines, possessed that innate faculty of 
compelling confidence, building friend- 
ship and convincing the better judg- 
ment of those he contacted. 

Born in New York State 82 years 
ago, he migrated in his early manhood 
to Chicago, where he entered the em- 
ploy of the former shoe firm of C. M. 
Henderson & Co., later associating 
with Selz, Schwab & Co., where he 
was contemporaneous with the late 
Morris Selz, “Ned” Strong and others 
of the virile organization which made 
the name of Selz, Schwab famous and 
placed the Chicago shoe market “on 
the map” in the early days of shoe 
selling. 

When the J. P. Smith Shoe Co. was 
formed in 1895, Mr. McLean’s warm 
attachment for the founder of the 
“Smith” company prompted him to as- 
sociate himself with the makers of the 
Dr. Reed shoe, holding the office of 
vice-president for many years. His 
passing causes a bereavement among 
his associates which attests the very 
warm regard in which he was held. 
Endowed with a marvelous memory 
and enjoying an acquaintanceship over 
fifty years of shoe selling in literally 
every State in the Union, his fund of 
experience plus a rich sense of humor, 
caused his numberless friends to prize 
his friendship and richly enjoy his 
companionship. 


Michigan Shoe Merchants to 
Meet in Lansing 


LANSING, MIcH.—Officers of the 
Michigan Retail Shoe Dealers Associa- 
tion returned from the national con- 
vention held at St. Louis, filled with en- 
thusiasm for the joint convention of the 
shoe dealers and dry goods dealers of 
this State, to be held at Hotel Olds, 
Lansing, March 4, 5 and 6. 

Manager Jason E: Hammond has 
sent out, a Floor Detail and prospectus 
which gives information regarding the 
conditions under which exhibit space 
is offered. The price of the booths and 
the terms are the same as in previous 
years. Sample rooms will not be sold. 
Manufacturers and wholesalers who ob- 
tain space in the Merchandise Exposi- 
tion will have a monopoly so far as the 
showing of goods is concerned at the 
convention hotel. 

There will be a merchandising and 
style program conducted by a capable 
man who has had valuable experience. 
A large attendance of shoe merchants 
is expected. 
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Every Foot Needs 


tion of foot health, and adopt this at- 
tractive program: 

Sunday, April 20—Foot Health Sec- 
tions in newspapers, editorials, 
radio talks, and opening of con- 
tests. 

Monday, April 21—Foot clinics for 
industrial employees, talks in pub- 
lic schools, examination of the feet 
and fitting shoes to Governor, 
Mayor and city, town and state 
officers. Radio talks by public 
health directors. 

Tuesday, April 22—Foot analysis of 
police and letter carriers and talks 
to them on foot health. Radio ad- 
dress by presidents of State As- 
sociations of Podiatrists. Foot 
clinics for welfare cases. 

Wednesday, April 23—The nurses in 
hospital schools will view a stere- 
opticon lecture and assist in foot 
examination of taxi drivers. Presi- 
dents of community health associa- 
tions will present radio talks. 

Thursday, April 24—Illustrated talk 
to Parent-teachers’ Associations, 
mothers’ clubs. Foot inspection of 
school children. Radio message by 
Police Commissioner. 


Here are some of the ways shoe 
merchants may tie in with Foot Health 
Week. 

1—Advertising. Newspapers, radio, 
direct mail and poster advertising con- 
ducted previous to and during the 
week. 

2—Window Trims. Featuring Foor 
HEALTH and “SHOES FOR A PURPOSE.” 
Animated walking exhibits. 

3—Newspaper advertisements set. as 
editorials. Display ads.—“This is Foot 
Health Week.” 

4—Contests. Normal, Ideal, Cinder- 
ella, or Perfect Foot contests, con- 
ducted by newspapers, shoe stores, 
theaters and local chiropodists and po- 
diatrists. Suitable awards to the win- 
ners. A special contest for policeman 
with the most beautiful, shapely feet. 

5—Foot Health Section. Advertise 
in newspapers carrying special sec- 
tions for shoe stores, with editorials 
on foot care, shoes and hosiery. 

6—Correct Shoe Revue. Models ex- 
hibiting correct shoes for foot health, 
and for every purpose,. in revue at 
prominent theaters. Open to the pub- 
lic by tickets mailed to a preferred list 
by shoe stores, or upon presentation to 
shoe stores of coupons in newspapers. 

7—Walking Clubs. To stimulate in- 
terest in walking. Open to service 
clubs, business men and. women.. Prizes 
for the longest distance walked each 
day and for the week. Provide talks 
to service clubs at their meetings dur- 
ing the week. Take moving pictures 
of major events, including the walking 
club, and correct shoe revue. Show 
these in your windows and in the the- 
aters. 

Keep your newspapers supplied with 
daily articles, with pictures and ad- 
vertisements of feature and dress 
shoes. 

The success of Foot Health Week 
depends on the cooperation of the lo- 
cal papers. Work with them, adver- 
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Fitting Attention 


tise, and they will produce the results 
you want. 

Every organization needs a_ head, 
and Foot Health Week demands a 
complete organization to see it through. 
Appoint for your own store a Director 
for Foot Health Week and permit him 
to arrange the details necessary to the 
success of the project. His duties are 
to consult with State and National Di- 
rectors of the Committee for Foot 
Health Week, arrange with advertis- 
ing departments for newspaper, radio 
and other copy, obtain the cooperation 
of the Mayor, Police Commissioner, 
health associations, Y. M. and Y. 

C. A., service clubs and other groups. 

Plan contests in schools, and through 
the papers. select judges, secure 
speakers and book talks. Give circu- 
lation to Foot Health Week pamphlets, 
and to otherwise handle the numerous 
details in preparation for Foot Health 
Week, and to conduct the week for the 
best interests of the community and 
the store. 

The sponsors of Foot Health Week, 
the National Association of Chiropo- 
dists-Podiatrists, in line with their 
national program for the prevention 
of foot defects, are prepared to sup- 
ply to you, for use during Foot Health 

eek: 


Material for Window trims includ- 
ing signs, cards and booklets. 

Specimen newspaper advertisements. 

Newspaper Mats. 

Radio Foot Health Talks. 

Newspaper Foot Health Articles. 

Package Insertions. 

Pamphlets. 

Gummed Booster Labels. 


All without cost—but with one big 
obligation—a promise to use the con- 
tents and conduct a Foot Health Week 
in your store April 20-26. 

The National Association of Chirop- 
odists-Podiatrists will send you a con- 
tainer of material for Foot Health 
Week. Use this coupon. 


The Committee for the Promotion 
of Foot Health Week 


Joseph Lelyveld, Director, 
Box 145, Rockland, Mass. 


We agree to cooperate with the 
nation-wide movement for the 
prevention of foot defects and 
conduct Foot Health Week in our 
store and locality, April 20-26, 


1930. Send us free material 
Signed ee ee : 
oe ree 
Eee eee eee : 
ET Te ee ree 


which we further agree to use. 


Packages will be mailed on or about 





April 10, 1930. 
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WHERE TO BUY 
Men’s Shoes 
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“a MAN’S DECISION” 
THE 


wy 


Beston—183 Essex Street Shoe 
N. Y-—15-917 Marbridge Bldg. Mass. 














WHERE TO BUY 


Women’s Shoes 
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FOR WOMEN 
THE JOHN EBBERTS SHOR CO. INC. 
IN Baffalo, N. Y. STOCK 
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WHERE TO BUY 


Shoe Forms 
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WHERE TO BUY 


Shoe Ornaments 
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THE 


REYNOLDS <<{\(5> COMPANY 


7 Eddy Street 
Providence, Rhode Island 


MANUFACTURERS 
SHOE ORNAMENTS 
nd 


a 
JEWELRY NOVELTIES 
EXCLUSIVE DESIGNS 
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WHERE TO: BUY 
Men’s & Women’s 
: Slippers 
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MEN’S FINE 
HAND TURNED 
SLIPPERS 

Manofactured 
by 


P rices from 


$2.15 to $8.50 W. 8. CHASE & SON® 
Haverhill, Mass. 








Boston Office: Room 501, Statler Bidg. 








PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesroom 
40-46 West 25th St., New York City 


Ta, = of 


High Grade Turn Mules and D’Orsays 








GENUINE 
BLACK KID 
BOUDOIR / 


Quilted Sock 
LEATHER 
HEEL 


e Cab. 
24 4 IN 
_ STOCK 
C and D widths 2!% to 9 
ANY 


ABBOTT SHOE COMP. « 
NO. READING, MASS. 




















Walter F. Bainbridge Dies 


PHILADELPHIA—A pioneer in promot- 
ing the use of rubber heels and soles 
among the manufacturers of shoes has 
passed away. Walter F. Bainbridge be- 
came associated with the Essex Rubber 
Co. at the time of its inception, 23 
years ago, as vice-president and gen- 
eral sales representative, making his 
headquarters in Boston. He made his 
home in Winthrop, Mass., where he 
was a prominent member of the Cottage 


Walter F. Bainbridge 


Park Yacht Club, members of which 
will remember him as their former 
Commodore. He continued to reside in 
New England until five years ago, his 
health at the time requiring a milder 
climate, which resulted in his being 
transferred to Philadelphia. 

Mr. Bainbridge was born in Mount 
Holly, N. J., and had attained his 75th 
year at the time of his death, which oc- 
curred January 11, at his home 1915 
South 57th St. His wife and two 
daughters survive him. 

His cheerful attitude under every 
and all circumstances, his sincerity and 
integrity, appealed to all with whom he 
came in contact. His associates in the 
Essex Rubber Company organization, 
as well as the numerous friends he 
made in shoe manufacturing circles, 
will miss him greatly. 


To Hold Style Show 


New YorK—For the benefit of its 
customers who were unable to attend 
the Boston and St. Louis Shoe Style 
Shows, the Bleecker Shoe Co., Inc., 
will hold its third annual Style Show in 
its showrooms at 138-140 Duane Street 
on February 3, 4 and 5. 

Plans are being formulated to make 
this even a more outstanding event on 
Duane Street than on the two previous 
occasions, both of which were accepted 
with great enthusiasm by the local 
merchants. Souvenirs will be dis- 
tributed. New spring styles, outstand- 
ing in design, material and value, will 
be shown. 

Retail merchants are cordially in- 
vited to attend. All salesmen will be 
in attendance. 
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You Can Lead a Man to 
Wattage 
(CONTINUED FROM PAGE 83) 


Our illustrations, of course, repre- 
sent two extremes—a small shoe store 
and a magnificent palace of foot-finery. 
But the principles of good window 
lighting are no respecters of class, and 
must hew to the line of scientific cor- 
rectness regardless of the character of 
the store. 

Generally speaking, proper show 
window lighting is a matter of suffi- 
cient INTENSITY, even DISTRIBU- 
TION and the avoidance of GLARE. 
This in turn is a question of selecting 
the right size, shape and quantity of 
window reflectors and placing them 
properly. The most efficient units are 
made of silvered glass and are de- 
signed in various sizes and shapes to 
meet the demands of any condition. 

The INTENSITY of light in your 
window should be such that the dis- 
play will stand out noticeably in com- 
parison to those of other windows in 
the near vicinity. Intensity is gov- 
erned by the size of the reflector and 
lamp used, and by the number of units 
employed. 

The general light DISTRIBUTION 
should be uniform throughout the win- 
dow to eliminate shadows and contrast- 
ing light and dark areas. Again the 
quantity of reflectors is a governing 
factor; a sufficient number of reflectors 
should always be used so that their 
spacing will not be too far apart for an 
even distribution of light. The style 
of the reflector is a second considera- 
tion in securing proper distribution. 
For our purpose it is necessary to speak 
of only the distributing type (or tilted) 
and the semi-concentrating (not tilted) 
type. The former directs the light 
straight down and considerably for- 
ward at the same time. It is designed 
for use in deep windows or windows in 
which the trim is rather high. The 
latter type is for the shallow or “low 
trim” window and throws the light 
downward but not so far ahead. 

Next in importance to having your 
windows lighted at all, is to avoid 
GLARE. No exposed light source 
should ever be allowed to strike the 
eyes of the onlooker. Not alone be- 
cause it is annoying to him, and makes 
it more difficult for him to see the dis- 
play, but because just as a bright light 
will ATTRACT, it must therefore DE- 
TRACT from something—the mer- 
chandise. In the ordinary window glare 
can usually be avoided by recessing the 
equipment in a false ceiling or by con- 
cealing the reflectors behind a valance. 

These are the elementary principles 
that must be observed in lighting your 
windows if they are -to receive the full 
amount of attention that your display 
deserves. Your most artistic and cost- 
ly display is only as effective and 
profitable as the lighting makes it. 
Before your display can be of any 
value to you, it must first have the at- 
tention and hold the interest of the 
passerby and be viewed by him with the 
least possible amount of resistance. 

In this respect, light is your most 
powerful servant; but only when it 
takes the form of ILLUMINATION. 
Where dazzling, uncontrolled light 
COMMANDS; bright, evenly distrib- 
uted and glareless illumination 





SERVES. 
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Selz Executives Form New 
Dobbs Shoe Co. 


CHIcAGO—Following the recent death 
of J. Harry Selz, late president of Selz, 
Schwab & Co., Chicago, with factories 
and distributing stations at various 
mid-western points, the surviving mem- 
bers of the organization have formu- 
lated plans to practically withdraw 
from the shoe business. 

A number of the executives identi- 
fied with Selz, Schwab & Co., for many 
years have taken steps to continue the 

roduction of men’s shoes and to mar- 

et them under the firm name of the 

Dobbs Shoe Mfg. Co., which latter 
name is already familiar to the trade 
as a former Chicago auxiliary company 
of the old house. 

The officers of the new organization 
are: president, C. Trafton Cole; vice- 
president; Ed Haan; secretary, W. B. 
Rood; treasurer M. W. McGregor. 

Mr. Cole has been with the old firm 
for many years and has been promin- 
ent both in the footwear designing and 
in the manufacturing end of the busi- 
ness. W. B. Rood, was in charge of 
Selz, Schwab & Co., factory costs and 
purchasing. M. W. McGregor has been 
in close touch with the financial affairs 
of Selz, Schwab and will have charge 
of the financial side of the new busi- 
ness as its treasurer. E. H. Haan, 
vice-president, will have charge of 
merchandising, advertising, and sales, 
cooperating with Mr. Cole in styling. 


Richard Young Felicitated on 
Anniversary 


NEw YorK—Richard Young, head of 
the Richard Young Company and a 
prominent figure in the leather trade 
in New York City completed his fiftieth 
year of active connection with that 
corporation on January 10. A great 
many friends sent flowers others called 
and still others wrote letters of con- 
gratulations. Mr. Young went home 
that day tired but happy. 

Mr. Young has developed his com- 
pany into one of the foremost leather 
manufacturing and merchandising or- 
ganizations in the United States. The 
headquarters are in New York but 
important branches are maintained in 
Boston, Chicago, Cincinnati and Glov- 


ersville. The company specializes in 
kangaroo, sheep, goat and reptile 
leathers. 


Mr. Young served a term as Con- 
gressman and at one time was Park 
Commissioner for Brooklyn N. Y. He 
is highly regarded by competitors as 
well as customers and enjoys the title 
of dean of the New York leather trade. 





Walter Booth Elected as 
Director 


MILWAUKEE, Wis. (UTPS)—Walter 
Booth, president of the well known 
Walter Booth Shoe Co., has just been 
elected as one of the directors of the 
Mutual Investors Co., Milwaukee in- 
vestment trust. The Mutual Investors 
Co. is one of the pioneer investment 
trusts to be organized in Milwaukee, 
being started in 1925 with a capital of 





Production in 
Cincinnati on 


Par with 1929 


CINCINNATI—A survey of local shoe 
factories indicates that production is 
about on a par with this time last 
year. There seems to be a betterment 
in genera! business conditions and a 
booklet issued by the city on local em- 
ployment conditions shows that fewer 
people are out of employment than has 
been the case for some time. 

There is a tendency on the part of 
retailers to buy very conservatively. 
This condition, manufacturers aver, 
will be overcome just as soon as the 
general public gets over the scare that 
was thrown into it a few months ago. 
As soon as the retail business gets 
back to normalcy, the manufacturing 
end will see better times also. 

Quite a bit of cutting is on hand 
at local shoe factories, but manufac- 
turers are complaining about the 
smallness of the orders. There is a 
very good demand at this time for 
black kid and colors and it is reported 
that patent is temporarily taking a 
back seat. Dark blue is another that 
merchants think is just about out of 
the picture as far as Spring sales are 
concerned, while faith is pinned, to a 
certain extent, on light blue and pur- 
ple to take its place. 


E. R. Nash Leather Co. 
to Handle Newark Line 


Boston, Mass.—The General Leather 
Company of Newark, N. J., has made 
the E. R. Nash Leather Co. of this 
city, its sole representative in New 
England, to handle its line of combi- 
nation patent leather, patent splits, 
flexible splits and various other prod- 
ucts. The local company, whose store 
it at 118 South Street, entered on this 
new connection January 16. 





Wall of Shoes Attracts 
Attention 


Miami, Fla. (UTPS)—The Cow- 
en-Nankin Shoe Stores, at 59 E. 
Flagler Street, did some unique 
advertising when they had 
stacked in front of their store, 
along the outer edge of the side- 
walk, cases containing several 
thousand pairs of Enna Jettick 
shoes for women. The shipment 
had arrived over the Clyde line, 
and made a wall almost six feet 
high and fifty feet long. Cowen- 
Nankin are the exclusive agents 
in Miami for this shoe. 

This is one of the largest sin- 
gle shipments of any exclusive, 
nationally known brand of shoes 
to be received by a Miami firm. 
Of course the fence was not al- 
lowed to remain in place for any 
length of time, but was there 
long enough to attract consider- 
able attention and to have a pic- 
ture made for the local papers. 





$7,000. Its assets at the present time 
are approximately $1,000,000. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 











The Last SoS 
Word in 
Quality 
Slippers ‘oo 
TUPPER SLIPPER CORP. 
200 Tillary Si. Brooklyn, N. Y. 








ALL LEATHER IMPORTED GZECHO SANDALS 
72 PAIR TO A CASE 





Sample Cases of Berta, Sonia and Riga can be shipped 
now for your inspection from New York. 


Irwin W. David, General Manager 
THE R. STERN CO., 303 Fourth Ave., New York 





ROMEOS AND VENTILATED OXFORDS 


y - VENTILATED 
Ve a OXFORD 

| Made of Elk 
and Side Lea. 
Also Children’s 
Stitchdowns for 
Volume Buyers. 









LY 
ROMEO 
Made in Brown Fd 
and Black Kid J 
Write for Prices A 
end Catalog 


Leather Lined 
THE FRIENDLY SHOE CO., Milford, Mass. 


Drill i 
Unlined 
Harry L. Du Brin, Sales Mor. 

















WHERE TO BUY 
Ballet Slippers 





KKENDALL wiltrr 
A sideline of 
BALLET 
SLIPPERS 


WILL PROVE 
4 MONEY 
MAKER 











IN 
STOCK 


Orders filled day recetwod 
SEND FOR CIRCULAR DEPT. C. 











™% KENDALL SHOE COMPANY 











HAVERHILL, MASS. 
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WHERE TO BUY 
Ballet Slippers 


LE 





BALLET SLIPPERS—IN STOCK 
ef the unusual kind 
Bie2 Bik. Kid Hand Ture 

Seft Tee 


Child’s 6 to 11—-$1.35 

Misses 11% to2— 1.40 

Women’s 2% to8— 1.45 
Also Hard Toes 


SCHWARTZ & HERDER, Inc. 





aff"No. 11th St, Puiladelphiay Pa. 











Soft Toe Ballet Slip- 
per and all types of 
dancing footwear re- 
quired by teachers 
and profession- 
als. At once de- 
livery. Send for 
catalog. 


























BLACK KID BALLET SLIPPERS 


MADE ON RIGHT AND LEFT LASTS 
Wom. Miss.Childs 
600—(Top Grade) 1.45 1.40 1.45 
609— 1.30 1.25 1.20 
Coast Prices Slightly Higher 


Brooks Shoe Mfg. Co. 
Philadelphia— 
Swanson and Ritner Sts. 


Los Angeles—1162 So. Hill St. 


IN 
STOCK 








Fei 


Rights and Lefts 
Twe Grades 


Wos. Miss. Chi. 

$1.50 $1.45 $1.40 

1.85 1.80 1.25 
Im Stock 

3285 West Monroe 




















In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 














Plan Now to Cash In on Foot 
Health Week 


(CONTINUED FROM PAGE 41) 


columns, podiatrists and orthopedists. 

The newspapers of the nation will be 
supplied with features. Shoe mer- 
chants will be furnished material from 
the manufacturers of the health shoes 
they stock. The committee for Foot 
Health Week will provide window 
trims, cards, signs, charts, radio talks, 
platform lectures, newspaper copy. 
Every little detail is being arranged so 
that preparation on your part will 
come easy. 

Shoe stores will be afforded the op- 
portunity to conduct shoe clinics in 
their own stores. An army of podia- 
trists registered by the State Board of 
Medical Examiners have agreed to co- 
operate with the merchant in the pro- 
fessional arrangement of foot clinics. 

“A pair of comfortable feet should 
be in every person’s stockings,” says 
Dr. H. P. Smith of Indianapolis. Dr. 
Smith is chairman of the Promotion 
Committee of the Nationa] Associa- 
tion of Chiropodists, and he further 
claims that 90 per cent of all the people 
in this country suffer from some sort 
of foot trouble, and to the majority of 
them the story in April will be a real 
boon: “Only a few of these foot 
troubles are extremely serious. Most 
of them will yield to professional care 
and correct footwear.” 

Footwear built for a specific purpose 
and worn for that purpose cannot but 
keep the feet well and happy. Shoes 
should not be worn longer than six 
hours at a time. After this period they 
have became saturated with the secre- 
tions of the feet. They require a 
chance to dry out, to aerate. 

Germs require three conditions to 


spread disease throughout the entire: 


body. These are heat, moisture and 
darkness. All three of these condi- 
tions are present in shoes. Feet do not 
receive enough air to keep them healthy. 
Changing shoes periodically throughout 
the day, first wearing one pair and 
then another, is a simple prescription, 
yet it means more sales. Sell the idea 
to every man and woman on the floor 
and to every customer. 

“Good posture is a fine art,” says 
Dr. Fisher of the American Posture 
League. Take particular notice of a 
large number of. people as they pass 
on the street. Note the difference in 
their carriage. Some are erect, brisk, 
splendid looking; but a goodly number 
are stoop-shouldered, narrow-chested 
and sluggish. What a remarkable dif- 
ference it makes whether an individual 
has good posture or poor. 

An erect bearing can be acquired. 
Round shoulders, constricted chest are 
due to bad habits in sitting and stand- 
ing. Now, poor posture is a serious 
matter because: 

It affects health. The shoulders 
droop forward, the. chest is flattened, 
and abdomen is forced downward and 
consequently the circulation of the 
blood, the free play of the lungs, and 
the digestion are interfered with. 

It affects looks. Persons who stand 
and walk erect are attractive. They 
are noticed. On the other hand many 
a person who would otherwise be very 
attractive spoils his or her appearance 
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by round shoulders and a slovenly gait. 

It affects one’s business chances. 
Nine times out of ten an employer, 
granted that the ability of the appli- 
cants is equal, will choose the upstand- 
ing, shoulder-square individual and re- 
ject the individual of poor posture. 
Good posture is an economic asset. It 
not only pays to be straight—it also 
pays to walk straight. 

It affects one’s feelings. The man 
who walks erect, with head and chest 
up, is optimistic, cheerful, confident. 
The man who is depressed, cheerless, 
walks with a shuffle, droops at the 
shoulders, and allows his chin to rest 
upon his chest. 

If one who is accustomed to walk 
carelessly and in poor posture will 
change to an erect bearing, he will 
notice a remarkable change in his feel- 
ings and temperament. A good posture 
is an aid to character. 

What causes habitual poor posture? 

Bad sitting position. Notice how 
frequently a boy will slide forward in 
a chair and literally sit on the edge 
of his spine. Note the school girl at 
her desk at which she doubles over 
until her back almost forms the let- 
ter S. 

Bad standing position. Note how 
some people, and there are many, when 
standing, rest on one leg and throw 
a strain on hip and spine. Then, too, 


shoulder constantly serves to develop 
one side of the body more than an- 
other so that finally the pull of the 
muscles on one side is greater and this 
crooks the spine sideways and brings 
the shoulder down on one side. 

The only way to get good posture is 
always to maintain it. Stand erect, 
raise the head and chest. Sit erect. 
Do all your work in these postures 
and then you will find that the 
muscles will become strong and hold 
you there. Special exercises while 
maintaining the erect posture will help. 
In other words, the way to get good 
posture is to practise it. There is no 
other magic way. 

It would be almost impossible to 
over-emphasize the value of proper 
posture and the position of the feet. 
It is the keynote of all correction and 
the more the wearer is willing to as- 
sist the corrective features of a shoe 
by this attention, the quicker and more 
permanent the relief. 

April 20-26 will be the greatest pe- 
riod of usefulness of shoe stores and 
the beginning of a great period of 
profit for service rendered. Every 
shoe merchant who serves sincerely 
and gives to the public the proper fit 
of shoes, improves the comfort and 
posture of people. 

April is the month of the year when 
feet are at their worst. There is op- 
portunity for shoe men, chiropodists, 
podiatrists and orthopedists to put the 
Nation on its feet. Style has its place. 
Correct shoes have their place. Com- 
bined, they have increasing place in 
every shoe. The shoe wearer needs 
more changes of shoes per day, for a 
variety helps to exercise feet and keep 





them healthy. 
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Merchandising the Keynote 


(CONTINUED FROM PAGE 69) 


“If the Senate of the United States 
will just speed up, and it looks now as 
though the tariff bill will pass within a 
few days and go to the Conference 
Committee, and if they will act wisely 
and dispose of it immediately, with 
ample protection for all American in- 
terests, and will see America first, pros- 
perity will knock at the door of every 
unemployed, and there will be a job 
for everyone. We will wake up in the 
morning reading the advertisements in 
the newspapers, ‘All kinds of work for 
all kinds of people.’ 

“You are in the boot and shoe busi- 
ness. You know the imports now of 
boots and shoes. One factory alone in 
Germany has begun operations which 
will make two thousand pairs of boots 
and shoes every eight hours. If there 
is not ample- protection, what chance 
have we to operate our shoe factories? 
You might be able to buy cheaper 
shoes, but if the people in the commu- 
nity are not at work, they will have no 
money to buy the shoes. You are buy- 
ing them wherever you can, but you 
can’t sell them unless the manpower 
and the womanpower of America have 
the money to buy them. 

“One industry allied with yours has 
recently placed before the country a 
striking example of one practical step 
that can be taken to maintain one very 
vital element necessary to America’s 
prosperity. I refer to the Resolution 
adopted by the employers and workers 
in the Kid Leather Industry, laying 
before Congress the need of an ade- 
quate tariff on certain varieties of skins 
needed in the vast shoe and other 
leather industries of the country. 

“When our employers and workers 
get together on a principle as impor- 
tant as that, you have some explana- 
tion as to why this country is the mar- 
vel of the world and of history for its 
economic wealth and advancement. 
This country will never be stopped in 
its march to still greater heights while 
its employers and workers see eye to 
eye on such matters and utilize the 
institutions of our country for their 
common benefit. That is the spirit of 
America. Besides, it is sound business. 
It sets up a model of like thinking and 
a united partnership that might well 
be copied in every industry we have.” 


From the viewpoint of one of the 
country’s leading shoe merchants, and 
also as a member of the business men’s 
committee working with Julius Barnes 
in cooperation with President Hoover, 
A. H. Geuting, president of the N. S. 
R. A. and an outstanding Philadelphia 
shoe man, told the convention that the 
business outlook for 1930 is decidedly 
optimistic. Referring to the Wall 
Street crash, Mr. Geuting drew a par- 
allel to a small fire back of the wings 
in a theater, which is quickly extin- 
guished, and which fails to precipitate 
@ panic when a strong, cool headed in- 
dividual assures the audience there is 
no danger. “The fire is out,” he said; 
“some damage has been done, but the 
performance will go on.” 

Mr. Geuting stressed the necessity of 
ample stocks of smart shoes, a real fit- 
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ting and other necessary services to the 
public, and an adequate profit, as the 
groundwork for successful shoe retail- 
ing during 1930. He urged the assem- 
bled shoe retailers to place their nor- 
mal orders at this time, neither to over- 
buy nor underbuy. 

Practical developments in the leather 
field were reviewed by Laird H. Simon, 
representing the Tanners’ Council and 
G. H. Meally, representing the Calf 
Tanners Association. Mr. Simon cov- 
ered his field broadly and reduced a 
number of leather statistics to more 
graphic terms. The gist of his talk 
was to the effect that the tanners are 
equipped to produce any type of 
leather the shoe trade wishes, and that 
there is no general shortage of raw 
materials in the tanning field in sight. 

Mr. Meally spoke more specifically of 
the development of glace calf and its 
application to light, airy footwear, 
which he asserted, has come to stay. 

These directors were elected: George 
M. Garman, Philadelphia; George W. 
Ludebuehl, Pittsburgh; George N. 
Geuting, Philadelphia; John B. Irwin, 
Jy., Williamsport, Pa.; David S. 
Josephson, Trenton, N. J.; Milton M. 
Bendheim, Wilmington, Del.; Morton 
W. Peskin, Cumberland, Md.; Herbert 
Rich, Washington, D. C.; D. S. Hirsch- 
ler, Norfolk, Va. 

Officers were chosen as follows: 
President, Albert J. Schmidt, Pitts- 
burgh; treasurer, George Garman, 
Philadelphia; vice-presidents, Roy Wal- 
ter, Wilkes-Barre, Pa.; Morton W. Pes- 
kin, Cumberland, Md.; Herbert Rich, 
Washington, D. C. Cal J. Meusch is 
secretary and manager. 





John Holden Manager at 
Wanamaker’s 


NEw YorkK—John J. Holden, for 18 
years connected with Oppenheim Col- 
lins & Co. and for some years back 
buyer of shoes for all of the fourteen 
women’s apparel stores operated by 
that firm, making his headquarters in 
New York City, has accepted a po- 
sition as manager of the women’s and 
children’s shoe departments in the 
John Wanamaker store, New York. 

Mr. Holden is one of the best known 
retail shoe buyers in the country and 
has an acknowledged reputation in 
styling of women’s footwear. Because 
of this fact he was called upon for sev- 
eral years to serve as.general chairman 
of the Styles Committee of the Na- 
tional Shoe Retailers Association, in 
which capacity he presided on several 
occasions over the semi-annual joint 
styles conferences of the industry. He 
has also served as a member of the 
Board of Directors of the National 
Shoe Retailers Association and as 
president of the Shoe Merchants Coun- 
cil of New York City. 

He assumed his new duties as head 
of the Wanamaker women’s and chil- 
— departments on Monday of this 
week. 


103 






Oh 6 


WHERE TO BUY 
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WE CARRY A 
COMPLETE 
STOCK 


that insures im- 
mediate delivery. 
Fine spats to re- 
tail from $1.50 
to $5.00. 


Send for price 
list. 


S. Rauh & Co. 
650 Sixth Ave. 
New York City 








SPARTON } 


SPOTPRUF SPATS. 


BEFORE AFTER 
Qub the spot or stain with « damp cloth 
and presto!—a fresh spat. 
Twice as casy to sell as ordinary spats. 


CHAS. F. CLARK, Inc. 
403-1409 W. Congress St., CHICAGO 











Manolis Spats 
Can’t Be Beat 


the 
stores. Prices $10.58 
$30.00 dos. pairs. 


Manolis Mfg. Co. 
—_ "Chtesse. i. von 











Church’s 
Imported Cloth Spats 


Also white linen spats for formal 
and theatrical affairs. 


LYONS & COMPANY 
122 Duane Street New York, N. Y¥. 








DUNHILL SPATS 
IN STOCK NOW 
Im All Selling Colors 
$16.56 to $36.00 per doses 
Sompies on Request 
STAR FOOTWEAR MF@. 
Howard st. 






and Morris 
Philadelohia 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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BOND STREET 


Styled in England— 
Equal in every way 
to the finest im. 


Write for price list and samples. 
THE WILLIAMS MFG. CO. 
PORTSMOUTH OHIO 
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Approved by Medical Men 


As a fully ventilated y 
shoe the Burkley Ven- 

tilated Foot Developer 

fs unexcelled. Well 

known surgeons 

mend its use. 

Barkley Shoe 














IDEAL BABY SHOE CO. 
MRS. A. L. DAY | 
387 Fourth Avenue 
New York 
Jackson Biva. 


1307 Washington Ave. 
St. Leuis 


49 Fourth St. 
San Francisco, Cal. 
, Danvers, Masa. 
Send for Catalog 








Baby Shoes! 
Soft Soles and 

- Moccasins 

84.80 to $9.00 dos. 

All colors—all styles! 

Bend for Samples!! 
BOSTON BABY 


SHOE CO. 
Ne. 1014-1016 Harrises 
Ave., Boston 
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Store Fixtures 
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NEW GOODWIN CATALOG 
of SHOE STORE FIXTURES 
and STORE INSTALLATIONS 
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Billy Rogers—Shoe Merchant 


[CONTINUED FROM PAGE 63] 


thought of. As a matter of fact, we 
have taken the liberty of discussing 
a a little at our headquarters in New 

ork. Would you be interested in sell- 
ing your store to us and remaining as 
manager? I really think from what I 
know of you and what I know of our 
organization that in a few years’ time 
you could hold a very important posi- 
tion with us and financially you would 
be much better off than you ever would 
be running a store of your own.” 

Billy looked open-mouthed at the 
smiling De Barr, “Well I’ll be dashed, 
gee, Mr. De Barr, it’s awfully nice of 
you people. Of course, I—er—I can’t 
say yes or no now, although frankly I 
don’t think I would give up being in 
business for myself. I think I’ve just 
got over making the worst of my mis- 
takes and got the store where it’s mak- 
ing money. I'll talk it over and let 
you know within a day or two, but 
frankly I don’t think I shall be in- 
terested.” 

“I wonder if you would care to run 
up to New York and talk it over with 
our people?” De Barr inquired. 

But Billy didn’t think so and De 
Barr and Bloom left the store with 
the understanding that Billy would 
write to De Barr within the next two 
days. 

That night Billy told June all about 
it and to his pleasure that business 
like young lady wasted no time in say- 
ing what she thought. “Of course, 
honey, it’s flattering to you but I don’t 
think flattery is good for your system. 
You stick to your own store, big boy, 
you may not make quite as much 
money but you’ll be independent and I 
know you will get on well. And any- 
how, you can’t do anything until you’ve 
seen this Jack person—this nephew of 
Professor Brinstead.” 

“Gosh, gorgeous, I had clean forgot- 
ten that bird. Anyhow I agree with 
you in full, in toto and all that kind 
of thing.” 

Without further delay Billy wrote to 
De Barr declining the offer. He re- 
ceived a nice letter in reply from the 
vice-president of the company saying 
that if he ever changed his mind to let 
them know. Billy had a much higher 
regard for the fairness of modern chain 
store competition as the result of this 
slight personal contact with the War- 
ranty Shoe Company. 

His next move was to see Wise to 
whom he explained the whole situation 
regarding his lease. Wise advised him 
to leave the matter in his hands which 
suited Billy down to the ground. Ap- 
parently the shrewd old lawyer and the 
tricky real estate man Piller had quite 
a battle royal. Piller threatened suit 
for breach of contract. Wise laughed 
at him and in reply worried Piller with 
a suggestion that Piller would be lucky 
if the Warranty Shoe Company did 
not start suit against him. After sev- 
eral days delay, during which time Billy 
felt, as he said to June, “as though I 
were in the death chamber wondering 
whether I should be put on the hot 
seat or given a reprieve.” Piller agreed 
to lease the store to Billy for five years 
at $2,100; two vears at $2,400; and 
three years at $2,700. Evidently the 
Warranty Shoe Company had leased 
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the store next door to him for the 
Factory Outlet concern advertised, 
“Grand Final Clearing Sale. Every 
pair of men’s and women’s shoes in 
stock ruthlessly slaughtered. Our lease 
expires the end of tne month. Take 
advantage of this marvelous opportun- 
ity to stock with shoes for the whole 
family at these ridiculously low prices.” 

Billy met Parker a few days before 
the end of the month and told him the 
whole story about his lease and the 
Warranty Company’s offer. To his 
pleasure Parker agreed cordially with 
Billy’s decision, “to paddle his own 
canoe.” 

“However,” Parker concluded, “I 
think you will find taat the Warranty 
people will be a mucn stronger com- 
petitor to you than that fly-by-night 
concern. Their methods are too cheap 
and their goods too shoddy for the 
pretty level headed people in this town. 
As a matter of fact I think the contrast 
of your store right next door to them 
has really helped you. Of course, while 
the Warranty people have been very 
nice to you, that won’t stop them cut- 
ting into your business for they sell 
a good shoe and at a rather less price 
than yours. On the other hand you 
can offset that by individualizing your 
store and by your personality and 
acquaintance in the town.” 

It was on the following Sunday af- 
ternoon that Billy Rogers and Jack 
Brinstead first met. Jack had come 
down with Professor Brinstead who 
wished to be present at this interview. 
Professor Brinstead smiled as though 
enjoying a good joke as he saw the two 
young fellows shake hands and at the 
same time size each other up apprais- 
ingly. Billy saw a young man about 
two years his junior; in height and 
figure they were very much alike but 
there the resemblance stopped. Jack 
Brinstead had sandy hair, a clean 
shaven face plentifully sprinkled with 
freckles, a good square jaw, tip tilted 
rather small nose above which were a 
pair of white spaced pale blue eyes. 
The two young men were obviously 
somewhat embarrassed and both felt re- 
lieved that their mutual good friend, 
Brinstead, was there. 

Turning to his nephew, Brinstead 
remarked, “I have told Rogers that you 
have just graduated from the Harvard 
business school and also that I think 
you have a fair understanding of the 
theory of retail merchandising. Of - 
course, he knows that you have abso- 
lutely no experience and as I have told 
you, Jack, experience, particularly the 
sort that Rogers has, is the more valu- 
able of the two.” 

Turning to Rogers, Professor Brin- 
stead said: “And I told Jack that I 
felt you had the makings of a splendid 
business and that if you would give 
him an opportunity to get practical ex- 
perience under you it would mean a 
big thing for him.” Then looking at 
the two young men together the kindly 
yet shrewd professor continued in his 
quiet, even voice, “I will not disguise 
the fact that I am interested in both 
you young men and that I really think 
it would be a good thing for both of 
you or naturally I would not have sug- 
gested it. I am willing that Jack 
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should work for a year for nothing, 
if necessary, on the understanding that 
if at the end of that time you both 
have the respect for each other that I 
think you will, that Jack be allowed to 
acquire an interest in this business.” 

Billy and June had talked over this 
interview several times beforehand so 
Billy made his position quite clear by 
saying, “It’s this way, Professor 
Brinstead, as you know, while I own 
this business I feel that June—Miss 
Solent—has an interest that must be 
considered,” Billy blushed a little as he 
brought June into the conversation. 

* Professor Brinstead relieved his em- 
barrassment by remarking to Jack, 
“June is the young lady about whom I 
told you. She and Rogers are engaged. 
I think you will like her, Jack, I hope 
you will and that she likes you. But 
the old man’s eyes twinkled as he con- 
tinued, “you had better not like her too 
much or I can see where you will both 
exercise your scrapping propensities.” 

The two young men looked at each 
other and grinned rather sheepishly 
and then Billy continued, “Well sir, 
June and I talked it over and we felt 
that I should be very, very frank. I 
don’t want to appear bossy but it’s 
just as well that we have a clear un- 
derstanding at the beginning. Now if 
Jack here wants to come and work for 
me I will be glad to have him do so 
but not for nothing. I wouldn’t feel 
satisfied to have him work without any 
salary so I suggest a compromise and 
that I pay him fifteen dollars a week. 
I’ll be making money on that basis and 
it will help at any rate toward his 
board and room. nd then there are 
two other things, Professor Brinstead. 
First, whatever happens I would not 
sell an equal share. I would want to 
hold fifty-one per cent interest and the 
other is that the money I lost this year 
must be considered as part of the value 
of the business in getting it started— 
if you know what I mean,” Billy 
finished lamely. 

Jack looked eagerly at Professor 
Brinstead who had listened thought- 
fully and now nodded his head slowly 
evidently thinking the suggestions 
through. Turning to Jack he said, 
“How does that strike you, Jack? Does 
that conform with your ideas of sound 
business practice as you have studied 
it at college? 

“Well, this is how it strikes me, 
Uncle,” Jack said, in his pleasant 
rather husky voice. “I think what Mr. 
Rogers says is all right and I would 
like to come here and work for him for 
fifteen dollars a week and then, before 
the end of the year, to go into the 
question of a partnership arrangement 
but without any commitment on either 
side. A lot of things might happen be- 
fore the year is up to change the 
picture so I don’t think it would be good 
business to discuss definite conditions 
until Rogers is satisfied that it would 
be a good thing for him. I rather 
think it would be a good thing for me 
and I would certainly do my best to 
make good. Of course, we would not 
want a partnership contract. It would 
be much better to form a corporation. 
So much easier to handle and it avoids 
the pitfalls of the average partnership 
agreement.” 

“Quite right,” Professor Brinstead 
agreed as he smiled to himself at his 
nephew’s rather trite and pedantic 
comments. 

In a very little while the two young 


to start work for him a week from 
the following Monday. At Billy’s in- 
vitation, Jack and Professor Brinstead 
promised to go to Billy’s home that 
evening so that Jack could meet his 
mother and father and June. 

The very delightful evening which 
was spent removed the early embar- 
rassment of the two young men. At 
nine o’clock Brinstead and his nephew 
left. As he shook hands with Billy’s 
father, Brinstead said, “I hope the two 
young men will find that compatibility 
which will make for the happy future 
of both of them.” 

On the following Tuesday morning 
Billy told Jethro Blunt about the new 
plans. “I rather hope, Mr. Blunt,’ he 
added, “that it will work out and lead 
to expansion. In any case, I think I 
shall buy a little heavier than usual. 
I should say there would be no ques- 
tion that we’d do more business with 
the extra energy we put into it.” While 
he spoke Jethro Blunt was busy draw- 
ing funny little circles and squares, a 
habit he had when thinking intently. 

“I’m afraid I can’t agree with you, 
Rogers. In my estimation, business 
will be quiet for some time and if you 
overbuy you might find yourself hav- 
ing to take another big mark down.” 
Billy went cold at this suggestion, for 
his early wild buying and its disastrous 
effect was still too fresh and painful 
in his memory. 

“T’m sorry you feel that way, Mr. 
Blunt, but don’t ee think that we 
ought to do more business considering 
—considering—how hard we are going 
to work.” 

Blunt gave a rather petulant shake 
of his head, “You’ve got to work harder 
to hold what — have and frankly, 
Rogers, your talk of buying more heavi- 
ly is foolish. There will always be 
plenty of shoes in the factory and when 
things get quiet you should make some 
better buys. A friend of mine in Phila- 
delphia, a very shrewd merchant— 
made a lot of money—once said to me 
that he never lost any sleep worrying 
about the goods he didn’t buy. Now I 
think many merchants have swung too 
far over on this new fetish of turn- 
over and they buy in such small dabs 
that they are losing business because 
they haven’t any stock to sell. I figure 
that a man has to be almost super- 
human if he is going to plan his stock 
turn so that the new shoes come in just 
as the last pair is sold. And then again 

ou may plan it as carefully as you 
ike but you can’t expect factories to 
have everything you want in stock for 
immediate shipment. And then delays 
will happen in transportation. The 
shoes may have left the factory and 
be in the local freight yard. They’re 
your shoes but you can’t sell ’em until 
they are in your store.” 

“Gee, Mr. Blunt, you’ve got me up a 
tree; I don’t follow you. First you tell 
me I should buy light because trade 
is quiet and then you tell me I should 
buy ahead of requirements so as not 
to lose sales through being out of 
stock.” 

“That’s right,” Blunt said rather 
shortly. “In other words, you have 
to steer a skillful half-way course. I’m 
telling you this because Parker was 
discussing it with me only last week. 
I can tell you what his buying policy 
is for the next six months. He’s going 
to keep up his stock of staple num- 
bers; with styles and patterns that he 
knows will sell. He’s going to cut 
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Women’s Novelties 


BIARRITZ SANDALS 
(ORIGINAL) 
FOR LARGE VOLUMB 
BUYERS 
Write Direct 
BIARRITZ SANDALS 
33 W. 27th ST.. NEW YORK 
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BONDWAY 


PROCESS 


produces footwear of remark- 
able lightness, smartness anc. 
flexibility. 


BOND SHOE COMPANY, 132 Duane St., Ne. York 
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shoes; his usual $15 and $18 stuff and 
he’s going very light on extreme styles. 
He’s really trimming his sales to meet 
the trade winds. He expects his reg- 
ular customers will trade down in price 
as he calls it and will buy more shoes 
for utility than style. Anyhow you 
had better talk to him yourself about 
it.” With a curt yet pleasant nod he 
dismissed the young man. 

Somehow Billy could not feel that 
trade was going to fall off, especially 
as his volume for the past three months 
had shown a steady increase. And his 
first month’s sale of his second year 
was fifty per cent ahead of his business 
for his opening month. But suppose 
trade was quiet! He was getting 
along with the help he now had, but 
Jack was going to be an addition. True 
he was only going to pay him fifteen 
dollars a week. Then he recalled a 
previous expense analysis and realized 
that the fifteen dollars a week was 
seven hundred and fifty dollars a year. 
“Seven hundred and fifty dollars is a 
lot of money,” he muttered to himself. 
“It seems to me,” he continued half 
aloud, “that as soon as I get one thing 
settled I have two new ones to worry 
about. I hope Jack Brinstead will be 
able to help me with some of the load.” 

He picked up a post card that had 
just been delivered and was lying on 
his desk. It was the announcement 
of the Chamber of Commerce luncheon 
next day with a talk on “Personality a 
Business Asset.” 

“Sounds like bunk to me; but I'll go 
anyhow.” Then he went to meet an 
incoming customer. 






















HARD ENAMELED 

SHOE BUCKLES 

AND ORNAMENTS 
To Retailers 


Every woman loves to have 
her shoes made beautiful 
with our exquisite HARD 
ENAMELED BUCKLES. 


We suggest the purchase of 
one gross or a half gross as- 
sortment of beautiful hard 
enameled buckles costing 
from 12 to 20 cents per pair. 























By replacing the cheap 
badly selected buckles sold > a 

on so many shoes with your 

carefully chosen fine hard enameled buckles, your cus- 
tomer will be greatly pleased and your profits can be 
materially increased. 


All of our original patterns are being design patented. 


Buckle manufacturers who attempt to evade our design 
patent protection by making slight changes will take 
notice that we will defend our patent rights in the 
courts in such cases. 


C. G6. KING & CO.. Inc. 


46 CHESTNUT STREET 
PROVIDENCE, R. I. 





IMPORTED 
ENGLISH BOOTS 


IN STOCK 
Boots made by England’s 
Finest Bootmakers. 


The largest stock and variety 

of imported Riding, Field, 

Aviation and Jodhpur boots 

in the United States for IM- 

MEDIATE SHIPMENTS. 
Priced 


WOMEN’S 


from 
$10.50 


COLT-CROMWELL CO., Inc. 


Established 1899 
1239 Broadway New York, N. Y. 








Price Tickets 
Hand Lettered Prices 





Figures of dancers: 
bright red and 
black, price in 


dark blue: 


24 doz.....$2.50 
12 doz..... 1.50 
6 doz..... .85 


Check with order, 
please 


_| Other styles of price 
tags carried in-stock 





—samples on _ re- 
quest. 











Merchants’ Service Dept. 


BOOT AND SHOE RECORDER 
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MeIntosh Company, 218 So. Wabash Avenue, 
Springfield, Mass. Chicago, Illinois 
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- “> at popular prices. 
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Fore fo increased sales possibilities of com- successful Kozy-Komfort Ay 4 Manufactur- 
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in slippers at Christ- at capacity production throughout the year. 


usiness 
mas time, but will advertise and merchandise This is not the result of just making slippers 
comfort footwear every week in the year. —but swith each slipper sale to the volume 
The very reasonable prices present the buyer, this concern offers creative 
opportunity to make your customers suggestions, impressing upon the minds o' 


p+ ee ney A suggest a pair of comforta customers that the time to sell Kozy-Komforts 
and beautiful slippers when a shoe sale is is all the time; that every man and woman 
made. Eight out of ten women wear Sous customer should be shown the line, and 

displayed ws 


slippers as soon as they light the old Fad twelve months in the year. y= merchants 
and turn on the radio. have advised that their slipper sales have 
La oe comfort, combined with the cut their overhead almost in_ half. 


appeal to the eye through the lovely a = It makes a tremendous difference whether 
combinations and trimmings, makes the gift footwear, made to sell for one season, is 
offered to your customers, or a solid-quality 
consumer service and 
| ye A product that b and com-_ satisfaction. It is, therefore, important to 

select your comfort requirements from a 


Stewart Dawes Shoe 


Les Angeles, Calif. 


Slippers today—an all year item for 


Profitable Merchandising 


concern with a 


material for the 


every member of the ny 

——— and woolskin —_ c.,*. heels, 
padded soles, and solid counter overlay 
patterns ; re serviceable, and priced 


for ee 


uality clement combined with the 
oan oe — service and co-operation typifies 
the consistent policy which has brought this 


company from a 


face of established competition, into its 
ent commanding position in the slipper 
Rel eld. et eee prices are due to the 


Sonuiacening Company have never found it 

necessary to lower their quality to meet a 

price. Their new catalogue containing a 

wealth of slipper information, styles, prices, 

etc., will be cheerfull — 4 mailed to lotened: 
t) 


looking merchan' 


building a bigger and better year around 


comfort slipper b 





Get This Proposition 





long line of styles backed 
will build 


inning, in the 


tion and Kozy-Komfort Shoe 


ts are interested in 


usiness, 





Milwaukee 
Wis. 





Washi Shoe Company, 
Seattle, Washington 

















“MANCHESTER” 


(Trade Mark Reg. U. 8S. Pat. Off.) 


Curved Jaw Nipper 









The only Nipper, just the right shape to cut out tacks on 
inside of shoe. Curved jaw enables cutting close to insole. 
Made of high- grade tool steel, nickel plated. Specify Genuine 
Curved Jaw “Manchester” when ordering. 


PRICE $4.00 
P. W. WHITCHER CO. Boston, Mass.—Chicago, Ill. 



































No More Copies of the 
Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lexi- 
con is exhausted. No more copies of this shoe 
and leather trade dictionary will be available until 
a new edition has been printed, at which time 
notice will be given. 


Boot and Shoe Recorder 
239 West 39th Street New York, N. Y. 





















Boor AND SHOE RECORDER 















IN 
STOCK 


36 Pair Cases 


yf 


- Ar. 


HONEST BOUDOIRS 
Every Greeley Boudoir is a 


se 


A. W. GREELEY 


WY 12 Duncan St. - - 


honestly made and _ sold. 
Carried in stock for imme- 
diate delivery in black or 


as 


nsible, everyday slipper, 


colored kid, with leather 
or rubber heels. If your 
jobber cannot supply you 
—write us. 





Haverhill, Mass. P 
aver ass. % 

















$95 to $150 per month 


Recently Completed and the Outstanding Success of the City 


The Belvedere Hotel 


48th Street, West of Broadway, New York City 
TIMES SQUARE’S FINEST HOTEL 


Large single rooms 11.6x20 with bath.$4.00 per day 
For two.$5.00...twin beds.86.00 

Large double room, twin beds, bath. .$6.00 per day 

Special weekly rates 

Within convenient walking distance to important business centers 

and theatres. Ideal transit facilities. 450 rooms, 450 baths 
. Every room an outside room—with two large windows 
- Furnished or unfurnished suites with serving pantries. 

. Moderately priced restaurant 

featuring a peerless cuisine. 


Illustrated booklet free on request 


CURTIS A. HALE, Mgr. Dir. 
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MORE FOR YOURD 


Our monthly display card service with price tickets not only gives the alert merchant more 
for each dollar invested, but supplies him with an attractive series of display cards timed 
each month to meet his window trim requirements. 













Window displays without cards are similar to holding a shoe in your hand before the cus- 
tomer, but saying no word about its Quality, Style, or Fit. 















We save you time in making your price tags. Monthly card subscribers are supplied with 
price tags each month to match the display card sales messages. 


FREE PRICE TICKETS 


are supplied with our monthly window card service. We supply with monthly service No. 1 and 2 
100 blank tickets printed on stock to harmonize with each month’s card service (or with hand-lettered 
prices imprinted—50c per month additional) . 


Price Tickets —IN-STOCK 


Samples will be sent on request of a variety of tickets with prices—24 Doz., $2.50; 12 Doz., $1.50 








NOW READY 


FEBRUARY CARDS 


(3 Colors—Blue-zgray—Red—Black) 
Buff board—7 x 12 


SINGLE SHOW 60" | 
Sy, CARDS each Spung 
rs ‘ (Either with or without text) sly 






petite las 












. iving / 
Check With Order, May edet On what 
Please is to be in Vogue this 
5 spring? 








Select any subject below by number 





ahion_4 
: | 









A, Available to merchants in towns only Above illustrates one of 
UL where there is not an annual card service February cards—dainty, 
member. colorful. 
a ke 
Je +44 th ont WOMEN’S $—Advence spring styles are 
m arriving! 


1—Party footwear—we meet 
wants and whims. 
2—Women who need long 


9—If we can’t fit you—we 
won’t sell you. 
10—Each dollar does the ut- 





— ner eee most here! Highest qual- 
All thal is authentically Sine Se, pegs Senge rl gg 
correct in footwear for 3—Paris iin wate Bin 11—Arches need support? 





Gra duation The patented in-built con- 


spring:—shoes to match 
pring 





Above shows our modernistic card holders, gold with 
black trim (3-color festoon base between frame and 
plateau); enhance the beauty of your window cards— 
harmonize with the finest of window display fixtures 





trimming. 
4—Daytime shoes—slender! 
graceful! 


MEN’S 


5—Shoes mark the man! We 


fit you in comfort, style, 
and quality. 

6—This smart oxford has 
English fashioning plus— 


GENERAL 

7—Going south? Strikingly 
individual styles for 
southern wear. 


BooT AND SHOE RECORDER 


struction of— 

12—202 Skilled hands! Con- 
tributed to the making of 
these shoes. 


CHILDREN’S 


13—School shoe specials—ex- 
ceptionally fine values— 
clever youthful patterns. 


HOSIERY 


14—Sheer hosiery is a most 
fitting and proper per- 
sonal type valentine. All 
wanted shades. 
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RDISPLAY DOLLARS 


12 hand designed cards each month, each with different sales mes- 
sages, printed in attractive colors, size 7 x 11 inches; with 100 
$ 5” blank price tickets to harmonize with service cards each month (or 
with prices imprinted, selection of prices as wanted, 50c. per month 
Monthly additional). Also 6 card holders with first month's service. 


Service 


No. 2 sini MANY WELL RATED 


$400 blank price tickets MERCHANTS from coast 


card holders 
Monthly to coast now use Recorder 





Window cards for pulling 


Service 
No. 3 cards 


$ 3 blank price tickets stores. 
card holders 


window-shoppers into their 


Monthly 


Added Features 


“Store Window Bulletin” 
offers merchandising and display suggestions 


COUPON. 


BOOT AND SHOE RECORDER, 
189 W. Madison St., Chicago, Iil. 


Please enter our order for the Recorder “Sell- 
ing Messages” card service No. for one 
year, consisting of ————cards, each month and 

art card holders, with the first month’s 
service, beginning with cards for February for 
which we will pay $——— per year, payable 
$———— per month. 


For cash in advance full year’s service, 5% dis- 
count. 


each month. 


Special Cards 


to meet some individual store need. 


Additional Card Holders 


supplied at nominal charge. 
(If for any unforeseen reason we wish to discon- 
tinue service before expiration of order, we agree 
to pay $1.00 per month additional for each 
month’s card service delivered and agree to re- 
turn card holders.) 

We sell Men’s, Women’s, Children’s shoes and 
hosiery. (Cross out lines not carried.) 

Printed Price Tickets:— 


g g 4 4 ¢g 
? ? ? ? ? 


Exchange of Cards 


The privilege of exchange of current month’s 


cards is available to annual card service members 
who may find listed card texts (abbreviated on 
page opposite because of space requirements) 





which better cover their merchandising program. 


Store Name 





Owner 


City . 


Merchants Service Dept. 


eg Stn ia wadense top weeeceeyanasageewede 


BOOT AND SHOE RECORDER 
189 W. Madison St., Chicago 
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THIS MAY BE 
YOUR OPPORTUNITY ~ 














> 









SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











The Women’s “ARCH-FITTA’’ Line 


is now open in the following territory :— 

NEW YORK STATE, CONNECTICUT, RHODE ISLAND, PENNSYLVANIA, 
OHIO, INDIANA, MICHIGAN, IOWA, and WISCONSIN. 

Aggressive and producing salesmen, with established trade, living in the territory are in- 
vited to inquire. It is a most popular advertised line selling at $4.00 and a splendid oppor- 
tunity for the right men to get ‘“‘set’’ on a “REAL LINE”. Commission 6% payable weekly. 
Give full particulars and references in first letter. 

FASHION SHOE CO., Distributors, 190 LINCOLN ST., BOSTON, MASS. 











SALESMAN WANTED—IMPORTED SHOES 
Large German factory is open to be represented for their lines of high grade Men’s Welted 
ranging at wholesale from $5.00 up, and Women’s Littleway Style shoes from wholesale price 


All States. 
Exceptionally liberal commission paid. State references. 


of $4.50 up. 


Address: Mechanische Schuhfabrik R. Dorndorf, Breslau (Germany). 








Wanted a Salesman 
to take over an_ established 
business in Minnesota, Wis- 
consin, Iowa, Illinois and the 
Dakotas on a line of ladies’ 
novelties retailing at $4 to 
$7.50, made by an outstanding 
manufacturer. The man who 
lands this job must have a 
following of his own in this 
particular territory, which of- 
fers an excellent opportunity 
to the right man. Write fully, 
giving complete details, to 


B-603, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 








Salesmen Wanted 


For Arkansas, Louisiana, Pennsylvania, Wis- 
consin, Tennessee, Kentucky, Iowa, Indiana 
and Michigan. Fastest line of women’s novelty 
shoes out of St. Louis—on floor. Men with 
established trade. References with applica- 
tion. Strictly commission basis. Prefer man 
with car. BARACK SHOE CO., St. Louis, 
Mo. 





SALESMEN 


With a following in Pennsyl- 
vania, West Virginia, New 
Jersey, and North Carolina. 
Residents of this territory 
with an automobile preferred, 
to carry our line of Ladies’ 
Novelty Footwear to retail 
from $3 to $6. Drawing ac- 
count. 


COHEN-ADLER SHOE CO. 


32 S. Hanover St., Baltimore, Md. 








WANTED 
SIDE-LINE SALESMAN 


Can you sell a Brockton-made line 
of Men's Shoes, retailing at from 
$6.00 to $10.00? All numbers car- 
ried in stock. A strictly commission 
proposition but one which will add 
materially to your earnings. Give 
full details as to experience, lines 
carried, territory covered, etc., in 
your first letter. Address BS589, 





239 West 39th Street, New York City. 





WANTED 


A PRODUCER with established business 
who works his territory close to carry 
our new Spring line exclusively in the 
following territories: Pennsylvania, In- 
diana and Nebraska. New Spring line 


ready. 
RAMSEY’S, INC. 
347 Rider Ave., New York City 











BROCKTON manufacturer of Men’s Shoes 

retailing at $6.00, $8.00, and $10.00 is 
interested in corresponding with manufacturers 
of non-competing lines who might be interested 
in combining sales effort in some of the more 
sparsely settled areas, with view of decreasin 
selling expense. Address B-590, care Boot anc 
Shoe Recorder, 239 W. 39th $t., New York, 








Classified and Opportunities Department 
RATES AND OTHER INFORMATION 
Copy must be received at the Boot and Shoe Paopeden, S00 West 39th 


St., New York, N. Y., om Monday of the week of pu 
that advertisements be fy 
ollowing 


will be put over to the 
POSITIONS WANTED 
4c per word. Minimum Charge 75c. 
LINES WANTED 
4c per word. Minimum Charge 75c. 


week’s issue. 





ication in order 
same week. Otherwise insertion 


When advertisers desire answers to 


address must be counted 
tisement and paid for acco lo 

Payment in advance is exe 
cept when regular advertisers, as 
amounts are too small to open accounts. 
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SIDE LINE SALESMEN WANTED. Fine 
opportunity for side line salesmen with 
established trade to carry short specialty line 
of men’s service shoes known to the trade as 
Dr. Sommer’s New Dawn Health Shoes. Line 
consists of six samples, have patented exclu- 
sive health and comfort features and carried 
in stock in A to E widths. Big repeaters. 
Commission basis. Address giving present 
connections and territory now coveene, NEW 
sl COMPANY, WAUSAU, WIS- 
CONSIN. 





E HAVE several territories open for side- 
line salesman. Our Leather Slippers with 
padded leather soles, covered heels, are our 
specialty. M. Thomas & Sons, Garfield, N.J. 





S HOE salesmen wanted to carry a line of 
spats and shoe ornaments as a sideline, 
those who have time to allow them to cary a 
side line, answer only with references. an- 
olis Manufacturing Company, 4248 No. Craw- 
ford Ave., Chicago, Illinois. 





S ALESMEN for North Central States—in- 
stock line of McKay novelties that retail at 
$4.00 and $5.00. Commission paid weekly— 
references required. Address B-564, care of 
Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, Il. 





S ALESMEN with established territory wanted 
to cover States Texas, Arkansas, Missouri, 
California, Louisiana, Mississippi for a_ real 
hot line of women’s novelties to sell at $2.35 
and $2.85 less two per cent with liberal com- 
mission. In reply to same kindly give refer- 
ence and territory desired. Address Ann Howe 
Shoes, Inc., 67 South St., Boston, Mass. 
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SALESMEN WANTED 


FOR RENT 








FOR RENT 





ALESMEN wanted to carry a complete line 
of in-stock slippers and workshoes. No object 
to non-conflicting lines. Address B-606, care 
Boot and “I Paes, 239 West 39th Street, 
New York, 





S ALESMAN.— —One having established trade, to 
carry as side line spats and house slippers. 
Quick selling, low priced novelties. Give details 
of business and territory covered in first letter. 
Star Footwear Mfg. Co., Howard and Norris 
Streets, Philadelphia, Pa. 





SALESMAN WANTED—To sell on a commis- 
sion basis children’s non-stapled stitchdowns, 
“Tuff-Kicks” (Kiddie Foot Builders) carried in 
stock. Several territories open. Experienced 
salesmen with a good following and good refer- 
ence. Sobel Shoe Co., Inc., 162 Lincoln Street, 
Boston, Mass. 





ALESMEN wanted who call on the well rated 

accounts in Western New York, and the 
State of Kansas, to sell our line of children’s 
shoes on commission basis. Can be carried as 
a side line. Will extend drawing account to 
one showing results. MHOLZ SHOE 
MFG. COMPANY, Milwaukee, Wis. 





ALESMEN TO SELL FACTORY LINE of 

Women’s Novelty McKays—8 to 12 samples 
—case lots only—A1 accounts. Strictly commis- 
sion. Real opportunity for right men—can be 
carried as side line. hoes retail $3.85. Write 
for territory. Address B-593, care Boot and 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





EORGIA, Florida, Eastern and _ Central 

Pennsylvania, New York, West Virginia, 
Kentucky, Tennessee, Iowa, Nebraska, Kansas, 
Missouri, Michigan, Wisconsin. Want sales- 
men to carry side line of Children’s Turns, 
Stitchdowns_and Puritan Welts complete from 
Infants to Growing Girls. Straight commission. 
Best sellers in stock. Will engage only men 
now selling successfully. Name of main house 
(for reference) must accompany application. 


J. S. ZULICK & CO., ORWIGSBURG, PA. 











New York Office and Salesroom 
Available 


Due to the merger of the Shoe Retailer with the Boot and Shoe 
Recorder, there is available at the Marbridge Building, head- 
quarters of the New York shoe industry, a desirable suite of 
offices or display rooms especially suited for a concern selling 
the shoe trade. Complete information can be had by writing 
the Boot and Shoe Recorder, 239 W. 39th St., New York, N. Y. 















POSITION WANTED 





THOROUGHLY | experienced shoe man with 
20 years experience, age 38, wishes position 
as hecktont Buyer or connection that will pro- 
mote same. A-1 references. Address B-592, 
care Boot and Shoe +. om 239 West 39th 
Street, New York, N. 





OSITION as accountant or bookkeeper for 

manufacturer or wholesaler of ladies’ shoes. 
Graduate accountant, cum laude, of a prominent 
southern university. Experienced in retailing 
ladies’ low priced novelty shoes. Wants to learn 
shoe industry thoroughly. Southerner. Address 
B-594, care Boot and Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





OOKKEEPER and findings and leather 

buyer, eighteen years’ experience, college 
graduate, best references. Address B-595, care 
Boot and Shoe een 239 West 39th Street, 
New York, 





ANTED—Salesmen having established Shoe 

Accounts to carry our well known, exten- 
sively advertised, popular priced line of ‘HAPY- 

TOD Juvenile First-step Turns, Stitch-steps and 
Stitch: downs in connection with non-conflicting 
line in States of Georgia, Tennessee, Nebraska, 
Towa, California, Washington, Oregon, Arkansas, 
Utah, Idaho, Dakotas and New York City. 
Highest rate of commission paid. Complete 
STOCK Department maintained. Rare oppor- 
tunity to pay, all traveling expenses. Write or 
wire for details. W. C. Goodger, Inc., Roches- 
ter, 


EXPERIENCED salesman, single, college grad- 
uate, best references, desires to afhliate 
immediately with women’s popular priced McKay 
manufacturer for New England States. Address 
B-600, care Boot and Shoe me, 239 West 
39th Street, New York, N. 





ASSISTANT BUYER and Manager, women’s 
and children’s high grade shoe departments, 
desires to make a change. Thirty-three years 
old, married, with present firm eleven years, 
can get best results from salesforce and in- 
crease your business 10% each year. Address 
B-601, care Boot and Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





LINE WANTED 








Line Wanted 


For New Orleans, La., and Sur- 
rounding Territory. Experienced 
Salesman with a large clientele of 
customers in New Orleans and big 
cities in Texas, is desirous of get- 
ting a popular price of women's 
novelties, carried in stock. A big 
field in New Orleans for women’s 
popular novelties. Will accept a 
position only with a drawing ac- 
count and traveling expenses when 
on the road. Have a big trade all 
Al accounts. And can furnish the 
best of references. 

Address B-605, care Boot and Shoe 
Recorder, 239 West 39th St., New 
York, N. Y. 











ANTED—Line of Men’s, Women’s or Chil- 

dren’s shoes, any territory, prefer Ohio. 

3 years’ experience. Address 602, care Boot 

sad Shos — 239 West 39th Street, New 
ork, 





ASSISTANT SHOE BUYER. Young man, 
thirty-one years of age, single, college trained, 
desires a connection in the above capacity with 
a high grade department or chain store organiza- 
tion. His work has concerned itself, with twelve 
years’ experience in the merchandising and sell- 
ing of exclusive ladies’ footwear for similar 
organizations. Recognition of ability is primary 
to remuneration. Address B-604, care Boot and 
ee 3 Recorder, 239 West 39th Street, New York, 





MANAGER AND BUYER wishes connection 
with department selling high grade and 
medium grade men’s shoes. One who understands 
the construction and fitting of shoes. Best of 
reference furnished. Address B-607, care Boot 
and Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





FOR SALE 


FOR SALE—Shoe business in one of the best 
mill towns in Northern New York. Good 
climate; beautiful store; clean stock of shoes; 
well located. stock doing business 
of $24,000.00. Can be made to“do $30,000.00 
or better. Reason for selling, leaving town. 
Must be sold in 30 days. Address B-599, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, a 








WANTED TO RENT 












OCATIONS desired for retail shoe stores or 

department space throughout the Middle 
West and South. Write all details to P. O 
Box No. 1295, St. Louis, Mo. 
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WE ARE now doing a $65,000 business in 
men’s shoes and furnishings which we _be- 
lieve can be doubled in a short time. Our 
location is ideal. Our store is modern. Our 
asking price is not x oe For full information 
write Rinker and Rinker, 336 South Main St., 
Akron, Ohio. 
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HOE and hosiery department for rent in 
successful millinery shop in New York State. 
One hundred per cent location. Commission 
basis. Address B-597, care Boot and Shoe 
a? 239 West 39th Street, New York, 


N. 





UMBERLAND, MARYLAND. Fast grow- 

ing industrial city. Store for +3 for spe- 
cialties; main street location; 18% by 60 feet; 
strictly modern front; five year lease, rent 
$275.00 per month. Possession March __ Ist, 
aawe Simon Kochman, Cumberland, Mary- 
an 





FOR SALE 


OR SALE—Family Shoe Store in town of 

7000, twenty miles from Boston. Only shoe 
store in town. Selling because of owner's 
health. Address B-596, care Boot and Shoe 
Recorder, 80 Federal Street, Boston, Mass. 








OR SALE—Completely equipped shoe fac- 

tory, adapted to make thirty cases of shoes 
daily on McKay or Littleway process, located 
in Lynn. Extremely reasonable price asked. 
Those interested apply to B-598, care Boot and 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





WANTED TO PURCHASE 








If you contemplate selling your 

entire or surplus stock com- 

municate with us. Prompt at- 

tention given. 

KIRSCH-BLACHER CO., INC. 

624 Broadway New York 
Phone Spring 1448 








TO BE SURE YOU RECHRIVE 


HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 
Telephones Uanal 6874 and Canal 6655 








HIGHEST CASH PRICES 
PAID 

fer shee stocks, slow sellers, ete. Shert term 

leases taken over. Transactions confidential. 
Est. 1890. 


MAX GLAUBERG 
64 Lispenard St., New York Oity ; 
Canal 8014 ‘ 








Quick Cash Buyers 


Betall Ghoe Stores—Stocks or Odds ané 
Ende Unexpired leases taken ever 
Phone or write. 


POSTER @ DEUTSCH 
436 Grand St. New York City 
Dry Deck 03523 
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poures? AND ons seers FOR 
FT SOLE SLIPPER 
The pane merchandise at the right a 
Samples sent on request 
HY-GRADE SLIPPER SUPPLY CO. 
Z 683 Broadway New York City 











Milbradt 
Rolling Step Ladders 


Bnable you to reach 
shelves convenient- 





















Seep St 9 Stine 

















‘ made ‘an one style, 

— 2 shape ors or any 

q Satis ao ts 

= ; ladder for your use. 

cs ; Milbradt 

C =| Manufacturing Co. 

' : ; Established 1895 

— 2416 No. 10th Street 
ST. LOUIS, MO. 
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BEADED BUCKLES 
= ae Patented a 





No. 1581—75c Per Pair 


Sample Assortment for Your Approval 
Cheerfully Submitted 


The National Buckle Co. 


Specialists in Shoe Ornamentation for 
the Retail Store 


640 BROADWAY, NEW YORK 























933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS | 
SEND FOR CATALOG, 












Constructive Program for 
Houston Convention 


Houston, Texas—The Hotels Com- 
mittee for the Texas-Oklahoma Shoe 
Retailers—Southwest Shoe Travelers 
joint convention, to be held here Feb- 
ruary 10-11-12, is now accepting res- 
ervations for sample rooms. 

Attendance of the travelers and re- 
tailers will show a decided increase 
over any previous show. The educa- 
tional committee has lined up tenta- 
tively the most constructive program 
of speakers and exhibits that any 
southern convention has ever at- 
tempted. The complete exhibit of re- 
tail shoe advertising will be shipped 
intact from the national convention. 
Real educational features are planned 
to help merchants conduct their busi- 
ness more profitably and enough en- 
tertainment has been worked out to 
round out a perfect convention from 
the standpoint of accomplishing worth 
while things for retailers, travelers and 
manufacturers. 

Officers and committees in charge of 
the local arrangements are as follows: 
R. E. PATTERSON, General Chairman, 
MICHAEL MurpHy, Secretary, Krupp 
& Tuffly, Inc.; Finance Committee— 
L. F. Turrty, Krupp & Tuffly, Inc.; 
W. P. HAMMERSMITH, Hammersmith 
Bros.; T. M. ScoeGins, Krupp & Tuffly, 
Inc.; "Hotels—STEvE DAVIES, Bostonian 
Shoe _ Store; Transportation — SAM 
SLATER, Bostonian Shoe Store; Regis- 
tration—GerorcGE C. CLAYTON, W. C. 
Munn Co.; Attendance—J. L. SPENCER, 
French  Booterie; Program—HArRIs 
HAMMERSMITH, Hammersmith Bros.; 
Publicity—G. G. GILMAN, Thom McAn 
Shoe Store; Entertainment—H. E. 
KNOEBEL, Foley Bros.; Credentials— 
H. M. NEwrTon, Douglas Shoe Store; 
Reception— WILL BuckLey, Houston, 
exas 


National Officers to Speak at 
Atlanta 


ATLANTA, Ga. (UTPS)—A. UH. 
Geuting, president of the National 
Shoe Retailers Association; James H. 
Stone, manager of the association, and 
E. A. Burrill, manager of the Men’s 
Campaign, will be three of the princi- 
pal speakers at the coming convention 
of the Southern Shoe Retailers Asso- 
ciation, according to Harold Steele, 
secretary. 

A feature of the convention will be 
an elaborate men’s program; it is an- 
nounced, and leading shoe retailers 
from all parts of the South are ex- 
pected to present their views on 
Southern conditions. Early registra- 
tion indicates that this will be the best 
attended meeting in the history of the 
association. 


Talks to Business Students 


Claude O. Streeter, of the Graton & 
Knight Co., was a speaker recently be- 
fore the students of Becker College of 
Business Administration and Secre- 
tarial Science. Mr. Streeter spoke on 
“Standardized Leather Belting,” il- 
lustrating his talk with a motion pic- 
ture film showing the various stages 
of leather production. 
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MERCHANTS’ NEEDS 










TILTS ATANY ANGLE 







Guaranteed to give 100% 
Satisfaction 


M. D. POLLINGER CO. 
416 Victoria Bldg. St. Louis, Mo. 
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LABELS 
| SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


263- an LEXINGTON AVE, BRODKLYN. NY 
AMERICA'S CREATEST 
SHOE CARTON & LABEL MFCS 








Everythin for Your Windows 
uturistic Displays and 
Backgrounds 
Artificial Flowers, Vases, went Fixtures, 
Paintings, Settings, Seenes, Velour Papers, Paper 
Borders, Ribbon Borders, Decorative Papers, 
Puffing, Folls, Flitters, Valences, Draping Ma- 
terial, Grass — Send for Fancy Paper Book- 

let. Priee Ticket: 
DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 











Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Bstablished 1908 New York 














MYERS Fr 
= STORE LADDERS 


MODERNIZE STORE M D 

To provide adequate stor- 
age facilities for shelf stock 
—to make it eccseeible and 
convenient for clerks and 
stock men to handle with 
absolute safety —to insure 
quick service for wholesale 
or retail trade—install gee 

























Deep tread steps, full length 
hand grips, rubber tires, 
overhead track system, firm 
construction throughout, 
eliminate vibration and 
noise and produce a ladder of 
ample strength for safety, 
convenience and efficiency. 
One style only—neat of de- 
sign—attractively finished— 
any height—easily installed 
—meets most requirements. 
Circular on request. 

mt FEMVERS & BRO.co4 
ASHLAND, OHIO. 
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Bankruptcy Proceedings 





Business Changes 


CALIFORNIA — San Bernardino — Farris & 
Joyce; boots, shoes, etc.; partnership dissolved ; 
succeeded by H. J. Joyce. 

Wilmington—H. F. Cannon; boots, shoes etc. ; 
sold out to Leo Bray. 

ILLINOIS — Chicago — Congress Shoe Co.; 
boots and shoes, incorporated. 

Wood River—O. F. Nagel & Co., Inc.; boots, 
shoes, etc.; sold out to C. Stoecklin. 

INDIANA — Evansville — Haas, Inc.; boots, 
shoes, etc.; incorporated. Stinson Bros.; boots, 
shaes, etc.; incorporated. 

MAINE—Auburn—Dyer & Hall, Inc.; manu- 
facturers of boots and shoes; inc. authorized 
capital of $200,000. 

MARYLAND—M. Samuels & Co., Inc.; boots 
and shoes; name changed to the Newark Shoe 
Stores, Inc. 

MISSOURI—Murray Shoe Co.; (1327 Wash- 
ington Ave.); boots and shoes; inc. authorized 
capital $25,000. 

NEW JERSEY—Atlantic City—Bond Shoes, 
Inc.; boots and shoes; inc. authorized capital 
$125,000. 

Penns Grove—Dave Karmiohl; boots, shoes, 
ete. ; succeeded by Samuel D. Rosenbloth. 

NEW YORK—Brooklyn—Berlad Slipper Co. ; 
slippers; inc. authorized capital ,000. 

Hyman Goldstein (Estate) (1052 Liberty 
Ave.); boots and shoes; succeeded by Victor 
Bernstein. 

Renown Shoe Corp.; boots, shoes, etc.; inc. 
authorized capital $35,000. 

Step-Rite Shoe Co., Inc.; boots and shoes; 
inc. authorized capital $25,000. 

New York City—Asher Shoe Co.; boots and 
shoes; inc. authorized capital $100,000. 

Ideal Shoes for Men, Inc.; boots and shoes; 
incorporated. 

Muscle Builder Shoes, Inc.; boots and shoes; 
incorporated. 

Rite Made Shoe Co., Inc.; boots and shoes; 
inc. authorized capital $10,000. 


White Plains—A. & C. Sport Shop, Inc.; 
boots, shoes, etc.; inc. authorized capital $10,000. 

NORTH CAROLINA—Greenville—Griffin Shoe 
Co.; boots, shoes, etc.; inc. authorized capital 
$10,000. 

OHIO—Cincinnati—A. B. Heilemann (‘“‘Heile- 
mann’s”) (Race & Elder Sts.) reported sold to 
Bernard J. Oldegeering. 

‘oledo—Ruby Stores of Ohio, Inc.; (840 
Spitzer Blvd.) ; boots and shoes; inc. authorized 
capital $25,000. 

OKLAHOMA—Oklahoma City—Renners, Inc. ; 
boots and shoes; inc. authorized capital $10,000. 

PENNSYLVANIA — Altoona — Goodman & 
Levin; boots, shoes, etc.; reported selling or 
sold out. 

P. A. Meyer & Sons; boots, shoes, clothing, 
etc.; inc. authorized capital $150,000. 

Philadelphia—Harry Matez (2654 Kensington 
Ave.) ; boots and shoes; sold or closed out busi- 


ness. 

Parklyn Clothes Shop; boots, shoes, clothing, 
etc.; inc. authorized capital $15,000. 

Summer Shoe Co.; boots and shoes; inc. au- 
thorized capital $5,000. 

RHODE ISLAND—Jones & Co.; boots, shoes, 
etc.; inc. authorized capital $25,000. 

TENNESSEE—Johnson City—Cinderella Slip- 
per Shop; boots and shoes; inc. authorized 
capital $10,000. 

Knoxville—General Shoe Stores of Knoxville, 
Inc.; boots and shoes; inc. authorized capital 
$10,000. 

Nashville—Murray-Dibrell Shoe Co.; whole- 
sale boots and shoes; succeeded by Nelly Har- 
well & Co. 

TEXAS—Harlington—A. J. Woods & Bro. 
(A. J. Woods); boots, shoes, etc.; removed to 
Jasper, Texas. 

WEST VIRGINIA—Wheeling—tTriple Shoe 
Co.; boots and shoes; inc. authorized capital 
$10,000. 








Failures, Embarrassments, Etc. 


ARKANSAS—Jonesboro (also Leachville)— 
Edward A. Bleiden; boots, shoes, etc; reported 
petition in bankruptcy. 

CALIFORNIA—Los Angeles—E. M. Fry; 
boots and shoes; reported assigned. 

CONNECTICUT — Waterbury — Benjamin H. 
Danisker (171 S. Main St.) ; boots, shoes, etc. ; 
reported petition in bankruptcy. 

DELAWARE—Wilmington—Ida L. Baldwin; 
boots and shoes; reported petition in bank- 
ruptcy. 

GEORGIA—Lithonia—A. A. Levy; boots, 
shoes, etc.; receiver appointed; creditors’ meet- 
ing called for Jan. 16. 

ILLINOIS—Chicago—Saul Gosman (3406 N. 
Cicero Ave.); boots and shoes; reported as- 
signed. 

Adolph Miller (2750 W. Division St.) ; boots, 
shoes, etc.; meeting of creditors called for Jan. 


Springfield—Carr & Van Hinkle, Inc.; boots, 
shoes, etc.; reported petition in bankruptcy. 

KENTUCKY—Louisville—Goldstein Bros. (217 
W. Market St.) (221 S. Third St.) ; boots, shoes, 
etc.; reported petition in bankruptcy; reported 
offering to compromise at 25 per cent. 

LOUISIANA—New Orleans—Jack & William 
Lubel (“‘Lubel Bros.’’) (1332 Dryades St.) ; boots 
and shoes; reported petition in bankruptcy. 

MAINE — Rockland — Harry Levy (Milady’s 
Shop); boots, shoes, etc.; reported petition in 
bankruptcy. 

Rumford Falls—Julian M. Beaudoin; boots 
and shoes; reported petition in bankruptcy. 

MASSACHUSETTS—Fall River—Moquin & 
Fontaine Co.; boots and shoes; called meeting 
of creditors for Jan. 16. 

MICHIGAN—Detroit—Reuben Baines; boots 
and shoes; reported petition in bankruptcy. 

A. E. Burns & Co., Inc.; boots and shoes; 
reported petition in bankruptcy. 

Joseph Hendricks (3054 Baker Ave.); boots, 
shoes, etc.; reported called meeting of creditors 
for Jan. 21. 

Royal Oak—Leo Biederman (“Famous Dry 
Goods Co.”) (320 S. Main St.); boots, shoes, 
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etc.; asking general extension. 

St. Clair—Louis Gray; boots, shoes, etc.; re- 
ported petition in bankruptcy. 

MISSISSIPPI—McComb—Jacob Weice; boots 
and shoes, reported petition in bankruptcy. 

MISSOURI — St. Louis— Isadore Goldblatt 
(1300 Biddle St.); boots and shoes; reported 
petition in bankruptcy. 

Springfield—Pearl Needleman (City Cash 
Store); boots and shoes; reported petition in 
bankruptcy. 

NEW YORK—Albany—Jacob L. Blumberg; 
boots and shoes; reported petition in bankruptcy. 

Buffalo—Silver’s Boot Shop (Silverber & 
Falk, Props.) (1488 Genesee St.); boots and 
shoes; reported offering to compromise at 25 
per cent. 

Greenport—Samuel J. Hyman; boots, shoes, 
etc.; reported petition in bankruptcy. 

Long Island City—Pesl-Bodner, Inc. (2216 
40th Ave.); shoe manufacturers; reported peti- 
tion in bankruptcy; reported receiver appointed. 

New York City—Joseph Ferruzza (106 Hester 
St.) ; boots and shoes; reported assigned. 

Ozone Park—Ralph Barracano (102-09 10l1st 
Ave.) ; boots and shoes; reported called meeting 
of creditors. 

NORTH CAROLINA —Charlotte—T. H. 
Bryant (Lucille Shoe Dept.) ; boots and shoes; 
reported offering to comprimise at 30 per cent. 

St. Paul—D. B. Lancaster (Peoples Store) ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. : 

Washington—H. J. Rubin (Norfolk Undersel- 
ling Store); boots, shoes, etc.; reported petition 
in bankruptcy. 

Wilson—Wilson Bargain Store, Inc.; boots, 
shoes, etc.; reported petition in bankruptcy. 

OHIO — Carrolton — Charm Clothing Store; 
boots, shoes, clothing, etc.; reported petition in 
bankruptcy. 

Cleveland—Lillian Cowan (2260 Goodland 
Ave.); boots, shoes, etc.; reported petition in 
bankruptcy. 

William B. Chareim; boots and shoes; re- 
ported petition in bankruptcy. 
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Toledo—Louis Ellison; boots, shoes, etc.; re- 
ported petition in bankruptcy. 

Warren—Alex Sieman; boots, shoes, clothing, 
etc.; reported petition in bankruptcy. 

OKLAHOMA — Lawton — Meyer Zak (Five 
Dollar Shoe Store); boots, shoes, etc.; reported 
assigned. 

Tipton—N. Swyden; boots, shoes, etc.; re 
ported petition in bankruptcy. 

PENNSYLVANIA — Philadelphia — Bennett 
Shoe Co. (4330 Frankford Ave.); boots, shoes, 
etc.; reported petition in bankruptcy. 

Mennies & Liepoff Shoe Mfg. Co. (269 S. 
Ninth St.); shoe manufacturers; reported peti- 
tion in bankruptcy; reported offering to com- 
promise at 15 per cent. 

Meyer Levin; boots and shoes; receiver ap- 
plied for. 

Jack Nahan (7th & Ritner Sts.); boots and 
shoes; reported called meeting of creditors. 

Thomas Rosenthal (2037 Reed St.) ; boots and 
shoes; reported petition in bankruptcy. 

Punxsutawney—Aaron Lintz; boots, shoes, 
etc.; reported petition in bankruptcy. 

OUTH CAROLINA — Georgetown — Steele- 
Moses Corp.; boots, shoes, etc.; reported re- 
ceiver appointed. 

TEXAS — Washington —I. Prager (‘‘Zim’s 
Clothes Shop’) (1400 Main St.); boots and 
shoes; reported assigned. 

WASHINGTON—Spokane—Percy Beck Shoe 
Co.; boots and shoes; reported assigned. 








New Shoe Dealers 


Lewiston, Me.—Montgomery Ward & Co. 
(soon). 

Beardstown, Ill.—Montgomery Ward & Co. 
(soon). 

Wyandotte, Mich.—Montgomery Ward & Co., 
2917-21 Biddle St. (soon) 

San Pedro, Cal.—Montgomery Ward & Co., 
8th and Pacific (soon). 

Burlington, Vt.—Montgomery Ward & Co. 

Herkimer, N. Y.—Montgomery Ward & Co. 

Vinita, Okla.—Montgomery Ward & Co. 
(soon). 

Albuquerque, N. M.—Montgomery Ward & Co. 

Huntington, Ind.—Montgomery Ward & Co. 

Buena Vista, Ga.—H. D. Hansford. 

Rushville, Ind.—J. C. Penney Co. 

Huntington, Ind.—J. C. Penney Co., 509 N. 
Jefferson St. 

Seneca, Kan.—J. C. Penney Co. 

Fort Smith, Ark.—J. C. Penney Co., 624 Gar- 
rison St. (soon). 

Chandler, Ariz.—J. C. Penney Co. (soon). 

Milwaukee, Wis.—J. C. Penney Co., 1301 
Vliet St. (soon). 

Hebron, Neb.—J. C. Penney Co. 

Holdenville, Okla.—J. C. Penney Co., N. 
Broadway. 

McAllen, Tex.—J. C. Penney Co. 
; : “gpmmnaaee Iil.—Sydney Eichler, Schmitt 
3ldg. 

Maysville, Ky.—United Department Store. 

Asheville, N. C.—Miller’s Credit Store, 19% 
Baltimore Ave. 

Shelbyville, Ky.—J. J. Newberry Co. (soon). 

Saginaw, Mich.—Murphy & O’Hara Co. 

Greenville, N. C.—Griffin Shoe Co., Inc. 

New York, N. Y.—Rite Mode Shoe Co., Ine. 

New York, N. Y.—£€perlin Shoe Service, Inc. 

North Platte, Neb.—Montgomery Ward & Co. 

Kittanning, Pa.—Montgomery Ward & Co. 
a Ark.—Fair Store, West Emma 
ve. 

Sano, Ky.—Ethel Barnes. 
—_— Iowa—M. K. Wong, E. B. Allen 


Fairview, S. D.—Morris Wissott. 

Bellflower, Ill.—W. C. Morgan. 

Tabor, Ill.—John Fox. 

Maytown, Wash.—Wm. Dewey. 

Big Spring, Tex.—D. & H. Dollar Store, Wil- 
cox-Ellis Bldg. 

Baltimore, Md.—A. Tokaloff, 923 S. Sharp St. 

Many, La.—Joe Mahfouz, McNeely Bldg. 

Athens, Ala.—R. W. Norton. 

Borger, Tex.—Ben Gertz. 

Moline, Ill.—F. L. Norfgren, 2037 15th St. 

DeKalb, Ill.—Wm. Gordon, State & Maple Sts. 

Philadelphia, Pa.—Summer Shoe Co. 

Montpelier, Vt.—Berry & Jones. 

Atlantic City, N. J.—Bond Shoes, Inc., Guar- 
antee Trust Bldg. 
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Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


A Buying Guide to 
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Next Week 


you will find 
in the 


Boot and Shoe 


‘Recorder 


i our February lst issue we start a 
new series — “Adventures in Mer- 
chandising” by Murray C. French. As 
the function of timing is very import- 
ant in business we give the experience 
of Bowman & Sons’ effort to get more 
sizes and fewer styles. We explain the 
theory that “if a style is worth buying 
at all it is worth sixty pairs.” Now 
maybe that’s wrong for even the big 
stores run small lots of risky shoes. 

What this “Adventures in Merchan- 
dising” series will point out is that if 
a style sells sixty pairs is nothing. If 
it sticks twenty-four pairs is a lot to 
get stuck with. It will really help your 
business to read this article—and if 
you read it we’ll wager you won’t miss 
a single article in this practical and 
genuinely helpful series. 


ka 


Florida this year is very important 
for the fashion world is making an 
effort to test out some new things that 
will stimulate dress and footwear de- 
mand in the following Spring and 
Summer. For that reason, Mme Hamil- 
ton Jeffries, our Fashion Editor, is now 
in Palm Beach and you can see through 
her trained eyes the trend of fashions 
in footwear and the apparel related to 
footwear. The first of her articles from 
Florida is published in this issue. An- 
other, equally interesting, will appear 
next week. 
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As Uniform as Human Skill Can Make Them 


Right in step with every advancement of modern shoemaking 
— millions upon millions of VULCO-UNIT BOX TOES are 
supplied to leading shoe manufacturers each year — manufac- 
turers who know VULCO-UNIT BOX TOES to be of as uni- 
formly high quality as human skill can make them. 


BECKWITH MANUFACTURING COMPANY 
Largest Manufacturers of Box Toes in the world 


STATLER BLDG. + BOSTON 
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